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Consider Measures 
For Fire Safety 
In the Atomic Age 


NFPA Directors Get Seven-Point 
Program From Civil Defense 
Expert Horatio Bond 


WAR HAZARDS OUTLINED 


First Aid Fire Fighting Program 
Will Be of Major Importance 
In Avoiding Bad Losses 


Directors of the National Fire Pro- 
tection Association, meeting in Boston 
this week, considered measures for fire 
safety in the atomic age. A seven-point 
program was outlined to the leaders of 
this non-profit, technical and educational 
association devoted to fire prevention 
work by its chief engineer and civil de- 
fense expert, Horatio Bond. He re- 
ported that while the atomic bomb gives 
off tremendous heat which will start 
many fires, by a series of measures, 
many of them inexpensive, the people in 
cities can greatly increase their chances 
of survival under an A-bomb attack. 

Seven-Point Program 

The seven points in this recommended 
fire safety program are: l—more space 
between buildings; 2—a radical reduc- 
tion in use of combustible materials; 
3—fire-resistive building construction; 
4—automatic fire protection of buildings 
by sprinkler systems; 5—organized 
teams of citizens to fight fires with ex- 
tinguishers and stirrup pumps; 6—water 
for fire fighting to be stored in tanks 
at buildings because there may be no 
water in city mains; 7—day-to-day at- 
tention by owners and managers of 
buildings to maintaining a high order 
of housekeeping and general alertness 
against potentially dangerous fire situa- 
tions. 

A tip-off to the imminence of an A- 
bomb attack, Mr. Bond believes, may be 
the issuance of orders by civil defense 
authorities to remove all needless fire 
hazards, like rubbish and litter, from 
back yards and attics, removal of dilapi- 
dated porches, fences and sheds and re- 
Placement wherever possible of com- 
bustible roof coverings with asphalt 
shingles or other material which has a 
degree of fire resistance. 


A well-organized home army of citi- 
zens, equipped with pump tank extin- 
guishers, stirrup pumps and simple fire- 
fighting equipment, will be able to com- 
bat successfully a good many small fires, 
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REMOVAL NOTICE 


As of July 21st the offices of The Eastern Under- 


writer will be located at 


93-99 Nassau Street 
New York 7, N.Y. 


(Corner of Fulton and Nassau Sts.) 


where we will be located in Room 1010. A cordial 
invitation is extended to our many friends to visit us 


at this address. 


Our New Telephone Number 
WOrth 2-4868 


W. L. HADLEY, 


Vice President and General Manager 








Name Industry’s 
Group Committees 
In Problems Study 


Chairmen Are Beers, ALC; Eddy, 
LIAA; Fluegelman, NALU; 
Howell Technical Chairman 


PERSONNEL OF COMMITTEES 


Mutual ee ee Manifested 
at First Meeting of These 
Committees July 11 


Three Group insurance policy commit 
tees, representing National Association 
of Life Underwriters, Life Insurance 
\ssociation of America and American 
Life Convention, met at the LIAA offices 
in New York City, July 11, to explore 
their common problems related to Group 
insurance. David B. Fluegelman, head 
of the underwriters association commit- 
tee, and vice president of NALU, acted 
as chairman of the meeting which was 
called at the instance of NALU. 

A mutual understanding of the prob 
lems current in the Group business as 
seen by each of the three committees 
was manifested, and it was agreed that 
solution of these problems could come 
only through remedial legislation. Fur- 
ther meetings are expected to be held 
before any definite conclusions can be 
formulated. 

Personnel of Committees 

The NALU committee was composed 
of Mr. Fluegelman who is with Krueger 
& Davidson agency, Northwestern Mu- 
tual Life, New York City; Ralph Rice, 
manager, Ordinary department, Pruden 
tial, Philadelphia; Philip B. Hobbs, as 
sociate manager, Equitable Society, Chi 
cago; Robert R. Reno, associate mana 
ger, Equitable Society, Chicago; Oren 
Pritchard, manager, Union Central, In 
dianapolis; F. Leroy Garrabrant, New 
York Life, Asbury Park, N. J.; Robert 
C. Gilmore, Mutual Benefit, Hartford, 
Conn.; and Spencer McCarty, Provident 
Mutual, Albany 

The LIAA committee is made up of 
C. Manton Eddy, Connecticut General, 
chairman; Dwight Brooks, Bankers of 
Iowa; Vincent B. Coffin, Connecticut 
Mutual; Charles G. Dougherty, Metro- 
politan; J. Henry Smith, Equitable So- 
ciety; and Clarence T. Tookey, Occi- 
dental of California. 

The ALC committee comprises Henry 
S. Beers, Aetna, chairman; Frank P. 
Samford, Liberty National; John A. 
Lloyd, Union Central; H. C. Reeder, 
Continental Assurance; and Edmund B. 
Whittaker, Prudential. 

Howell Technical Committee Chairman 

Valentine Howell, executive vice presi- 
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Ss ANY man whose career is serving the public 
A in the Life Insurance business can tell you, 
“an insurance agent’s studies never cease until the 
day he retires.”’ 


Keeping abreast of changing conditions is a 
big and important part of every agent’s job. This 
is especially true today, with countless factors of 
business and government directly affecting the 
needs for individual and family security. For 
example, social security, participation in group 
pension or special retirement plans, as well as 
changing inheritance and estate laws, may affect 
an individual’s insurance program. 

This is why, to service policyholders effectively, 
it becomes the very real responsibility of all in- 
surance agents to “‘keep posted.” 


Most Life Insurance companies conduct formal 
training programs to help agents fulfill this re- 
sponsibility. For example, at Metropolitan, there 
is a full-time training ‘‘faculty’’ of about 160 
whose sole job is the continual schooling of the 
Company’s Field organization of 21,000 members. 
In addition, Managers and Assistant Managers 
devote a substantial amount of time each week to 
training activities. 

The scope of the Company’s training activity 
is shown by the fact that approximately 2,100 
Assistant Managers each year receive the equiv- 
alent of three weeks of special tutoring. Approx- 





He’s an honor student— 





but he’ll never graduate 


imately 2,500 new Agents each year receive five 
to ten weeks of intensified training. Within the 
past two years, most of the Company’s 785 
Managers have received at least three weeks of 
special schooling. 


Day in, day out for more than 21 years, this 
continuing program of education has helped to 
keep the thousands of Metropolitan Field Men 
and Women constantly up to date—equipped 
to do a better job of servicing the more than 
33,000,000 Metropolitan policyholders. 


For example, the advanced collegiate course of 
the American College of Life Underwriters—car- 
rying with it the designation of Chartered Life 
Underwriter — has been completed by 416 candi- 
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dates from the Metropolitan, and another 530 
have completed one or more of these C. L. U. 
examinations. 


Yet, this more or less formal schooling is only 
part of the story. Above and beyond the training 
supplied by their Company, Metropolitan Field 
people are also “‘volunteer scholars,”’ students on 
their own time. For, like ambitious and intelli- 
gent people in any business, Metropolitan repre- 
sentatives are anxious to improve themselves so 
that they can continue to render an outstanding 
service to the public. 


We think this is as it should be, for a competent 
job of servicing the public is the very heart of 
the Life Insurance business. 


LIFE INSURANCE COMPANY 


Insurance Company 


COMPANY) 


1 Mapison AVENUE, NEw York 10, N. Y. 


This tribute to the Life Insurance Agent appears in current issues of Saturday Evening 


Post, Collier’s, Time, Newsweek, Business Week, U.S. News and World Report and Forbes. 
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Mutual Benefit Life’s Field Meetin 


With “Yourtown” as Theme Agents Are Shown How All Segments of 


Typical American City Can Be Covered by Insurance; 


The Mutual Benefit Life’s convention 
of field men in Hot Springs, Va., this 
month had as its theme an imaginary 
city called ‘“Yourtown, U. Ag 2 
specially painted backdrop showed the 
individual homes, town hall, factories, 
and “the big house on the hill,” the 
inost imposing residence. Typical agency 
exchange of ideas group occupied the 
stage of the Hotel Homestead’s theater. 
In this setting, the narrator’s continuity 
dramatized the life of the town as 
speakers told the way life insurance af- 
fects the people living there. Talks and 
panel discussions took the pattern of 
informal discussions. 

The assembled fieldmen heard how 
the Harveys, living in the moderately 
priced house, became the policyholders 
of young agent Ewing who uses sales 
techniques for the younger market. 
‘Turner, Inc., Looks Ahead” introduced 
an inexperienced agent to the intricacies 
of the pension trust work by a panel of 
experts. 


“The Purchase Price” of the big house, 


on the hill was the basis for Cincinnat: 
General Agent William T. Earl’s advice 
to agents to set their sights and earn 
the right to wear the pin of the Mil- 
lion Dollar Round Table. Effective 
phrases to sell partnership cases in 
Yourtown were contributed by Max M 
Matson, Cleveland. Other subjects em- 
phasized the day-to-day experiences of 
policvholders and fieldmen. The discus- 
sions by company officers tied in with 
the convention theme so that even such 
abstract subjects as theories of fiscal 
finance became vital to the residents of 
Yourtown, U. S. 


Pille Sums Up 


“The picture of Yourtown, U. S. A.” 
next year or a generation or two 
hence—as it will be influenced by life 
insurance was reviewed in a motivz ating 
closing talk by Vice President Richard 
kK. Pille. He compared the work and 
lives of residents of Yourtown with the 
agent’s work and life, creating a clear 
view of the job satisfaction, security and 
opportunity which makes life insurance 
selling a career which no_ successful 
agents want to trade for another job. 
Personalities in specific occupations in 
Yourtown were used by Mr. Pille to 
contrast what an agent gets from his 
work with what other men receive. He 
said: “You live not only in your own 
house but in other houses of ‘Yourtown,’ 
too, because your work lives on in many 
houses long after you cease to work. 
Your influence makes your town a bet- 
ter one in which its future generations 
shall live. All over ‘Yourtown’ will be 
other houses, stores and factories where 
you, through your work, will live in 
vour town tomorrow. W ho else can go 
home each night with the knowledge of 
service like that?” 

Thompson Plea for Sound Currency 


When Mutual Benefit Life’s president, 
John S. Thompson, entered the agency 
room on the stage to talk with the field 
men, he was introduced by Narrator 
August C. Hansch, director of agency 

‘rsonnel, who was in charge of plan- 

~ _the convention, 

Thompson gave a stirring talk on 
the necessity of the people of “Your- 
town” being vitally concerned with the 
nation balancing its budget and having 
sound currency. Agents in “Yourtown,” 
if feeling that more vigorous and sus- 
tained safeguards are needed may let 





Economic Motivations of Residents Described 





Seated under a backdrop depicting “Yourtown, USA,” areWilliam 
City; Robert 


final authority—know that you prefer a 
sound medium of exchange to national 
luxuries that we cannot now afford, he 
said. 

Younger Market Discussed by New Man 

William A. Ewing, second-year man 
in Mutual Benefit Life’s Pittsburgh 
agency, took his audience along for “An 
Afternoon at the Harvey’s” to demon- 
strate effective ways of selling the 
younger insurance market through com- 
pany sales procedures. In addition, he 
gave reasons why he gets more job 
satisfaction from life insurance work 
than he did in his former so-called 
“olamour” job in TV and radio. 

The younger market responds to “Se- 
curity in Any Event” approach Ewing 
believes because “that very word ‘se- 
curity’ gives young folks something to 
get ahold of these days when their 
lives contain so many question marks.” 
He recommended using larger visual aid 
sheets in a home presentation to make 
it easy for two people to see, although 
a pocket edition is good at luncheon- 
table interviews or where space is lim- 
ited. Also he finds a small edition. of 
an accounting page, for example, effec- 
tive to secure a later interview under 
more favorable conditions. 

Ewing proved the value of the “Se- 
curity” sales talk in keeping interviews 
brief when he closed five out of nine 
interviews for $50,000 i in one day. He re- 
ceived permission to give three-minute 
talks to classes of advanced ROTC at 
the local university and scheduled inter- 
views with those interested in more 
facts. 

“Young men are making more money 
today than any period I can rec all,” said 
Ewing. Their marginal ieahere will find 
their wav into some type of investment 
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A. Ewing, Pittsburgh; Charles J. King, CLU, Kansas 


C. Gilmore, Hartford, and Edwin D. Lonie, Buffalo. 


—and the wide-awake young under- 
writer is obligated to make sure as 
many of these men as possible hear the 
story he has to tell.” 

Ewing advised new agents to estab- 
lish a market among people in his for- 
mer line of work. He works mostly with 
men in radio and television. He believes 
in quickly converting a new policyholder 
into a client because “Now is the time 
to gain his confidence and _ respect.” 
When delivering a contract, he prepares 
almost as carefully as for his sales pres- 
entations. On this occasion, he builds 
the policyholder’s pride of possession to 
a high pitch because this increases the 
man’s confidence in him, and he then 
asks for recommendations to other pro- 
gressive prospects he could serve. 

Contrasting life insurance with his 
former work, Ewing said, “During my 
short time with the Mutual Benefit Life, 
I have met more good, solid people 
people who really have deep convictions 
and stand behind them—than I did in 
five years in radio. I feel sincerely that 
one of the real problems of the new 
agent is to grow within himself to earn 
a place in this business.” 

Selling Wealthy Prospects 

How to sell wealthy prospects—like 
the one in the big house on the hill in 
Yourtown, U. S. A.—was the. contribu- 
tion of Edwin D. Lonie, Buffalo. His 
individualized approach to each case was 
well illustrated by stories of sales to 
those in the higher income brackets. 
Discussing one large case he said the 
prospect had at least $150,000 in. gen- 
eral property plus $100,000 in life insur- 
ance, and insisted that he wanted no 
more of either. His philosophy, Lonie 
found, was that, having worked hard all 
his life, now that his children were mar- 





ried, he was going to take life easy and 
forget about making any more money. 

Lonie said to the prospect: “Sup- 
pose I had a brother who for W 
years had been a heavy drinker. In spite 
of every reason to stop drinking, he had 
not. And suppose, suddenly, he came to 
me and said he was going to quit. Well, 
I wouldn’t have any confidence in his 
statement—because the habit would be 
too strong. Human beings just don’t 
change like that. You say you are going 
to change your way of life—change pat- 
terns of thought and action you have 
built up over the years while accumu- 
lating property. I just can’t believe that. 
You are going to continue to build an 
estate. Ten years from now you will be 
worth more than you are today. The 
only question is where your net worth 
will show.” From there on Lonie pointed 
out the value of life insurance as “good 
property.” 

A panel called “Pension Trust Ex- 
perts, Inc.,” explained pension trusts to 
inexperienced agents. As the panel 
started the agent, impersonated by 
Charles R. Gibbs, Los Angeles, said he 
had been approached by a corporation 
officer interested in an employe’s bene- 
fit plan, the first pension case he had 
encountered. He had some facts about 
the plant, but not much other knowledge 
to guide him. The experts were Paul W. 
Cook, Chicago general agent, and Henry 
A. Eumphrey, Wichita. 

Appalled at the amount of paper work 
and facts apparently involved in advance 
preparation for such a case as revealed 
at the start of the conference Gibbs of- 
fered to turn the case over to the ex- 
perts and get back to personal selling 
Comment here of the experts was: “It 
is better to share the work and com- 
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missions with your general agent, a 


qualified agent or an outside pension 
outfit. The best 


life insurance 


way to go out of the 


business is to go after 


pension business. If you don’t get your 


case or cases, you’re out; if you do 


get them without qualified help, you're 


out also because of the mountain of 


work required.” 
For experience Gibbs looked over the 


purchase price for “the big house on 
the hill in Yourtown,” said William T. 
Earls, president of Million Dollar Round 
Table. 

“What do you really 
dollar production?” he asked. “True, 
you must have the potential, you must 
give yourself that extra push and you 
need luck. Where will you get the luck? 
The easiest way is through writing of 
business insurance.” He said that 30% 
of Cincinnati agency’s $12,000,000 paid 


need for million 


Left to right—Executive Vice President H. Bruce Palmer; Richard E. Pille, vice 
president in charge of agencies; Medical Director J. Randolph Beard, Vice Presi- 


dent Harry W. Jones, 


Vice President Milford A. Vieser and Vice President and 


Counsel John J. Magovern, Jr., pictured at a panel discussion. 


shoulders of the experts as they pro- 


ceded, step by step, to work out the 


case for the benefit 
igents. The 
to all the 
computations, work-sheets and charts, 
the specific appeals to be used in pre- 
senting the case, advantages to the cor 
poration, tax savings; recommendations 
for the trust agreement and employe’s 
agreement to participate; drafts of let 
ters to employes and a brochure ex- 
plaining the plan; and work with the 
corporation’s attorney in completing 
other necessary papers. One of the in- 
teresting power-closing ideas was the 
personal financial benefit to Turner and 
his family if the corporation adopted 
the pension plan. 

The advantages of being 
the company’s advertising in magazines 
of large national circulation were out- 
lined by A. H. Gardner, an Indianapolis 
igent, in discussing his experiences in 
analagraphing families of “Yourtown.” 
He said the largest proportion of his 
time on any case is spent in developing 
the exact “pitch” he expects to take 
with the prospect. Preparation may in- 
volve working out several plans, revealing 
the prospect’s possible objections and 
finding through discussion with his gen 
eral agent if more than one solution is 
applic rs le to the case. He discussed a lead 
to a family in “Yourtown” which re- 
sulted = the sale of $351,000 insurance 
The sale which resulted from the lead 

selected as t] basis of an ad fea 
turing Gardner in a famous weekl: 
magazine 

Gra ran 


particular pension 


of the audience of steps 


included, in addition advance 


featured in 


Was 


er told of one case where the 
policyholder had a substantial insurance 
porttolio—$82,000. He went on to illus- 
trate how the addition of insurance 
could multiply the benefits: 

“If you add $20,000 of insurance to 
your program—only $550 more in an 
nual premiums—you will almost double 
the guaranteed benefits your family will 
Your insurance program 
will allow a certain period of 
payments guaranteeing a $73,000 return 
to your family. However, the addition of 
$20,000 of insurance will provide the 
income but for a 50-year period 
certain, which brings a guaranteed re- 
turn to the family of $142,000.” Gardner 
uses the elements of this experience to 
impress certain prospects with the fact 
that each additional bit of insurance 
they add multiplies the benefits the 
family receives. 


receive present 


20-year 


same 


Business Insurance 


3usiness insurance can furnish the 


1951 was due to business insur- 
More big cases are being paid 
corporation dollars than by indi- 
vidual dollars. He debunked the idea 
that an agent must know all there is 
about law, taxation, business financial 
statements and the policy provisions of 
contracts of all companies. Selling psy- 
chology which pays off is to recognize 
that stockholders or partners are valu- 
able to each other. There should be 
more emotion put into business insur- 
ance selling, he said. Emotion makes 
the situation live and motivates the 
prospect to do something immediately. 
One situation which is to the agent’s 
advantage is to find a hard-driving ex- 
ecutive with two sons whom he expects 
to enter the business or are already 
started. Earls then suggests $100,000 or 
so on the father’s life “just to help the 
boys along when they have to take over 
the whole thing : 


for in 
ance, 
for by 


themselves.” 
Prestige Building 


Sinton, president of 
with Paul M. Cook’s 


described f 


Lorraine 
CLU, and 


Chicago, 


Chicago 
agency, 
methods of increas 
ing the prestige of members of CLU 
chapters. One — in Chicago was 
a joint meeting of the local chapter with 
the Chicago Association of Commerce 
and Industry. At that meeting persons 
outside of the life field spoke about the 
various aspects of business life insur- 
ance. Another prestige builder in Chi- 
cago is use of the Chartered Life Under- 
writers Journal reprint plan. The chap- 
ter sends Journal reprints four times a 
year to a thousand top attorneys, ac- 
countants and trust officers. These ar- 
ticles are on subjects closely allied to 
the recipient’s business activities. 


C. J. King Suggestions 

Charles J. King, Kansas Citv, 

gested to Mutual Benefit Life 
in ae age Hot Springs. 

“Make a habit of the things vou don’t 
like to aa? because when an act becomes 
habitual you increase the amount. of 
time for thinking and planning.” 

“It isn’t the work you do, but the 
work you don’t do which gets you 
down,” King said. He recommended 
planning the daily routine to avoid “the 
hurry, worry, and indecision which eats 
the heart out of a man.” He empha- 
sized the importance of always getting 
a proper amount of sleep as part of 
regular scheduled activities. To avoid 
worry at night, he suggested, “Do the 
best you can, then forget it—let God 
take the nightshift.” 


sug- 
fieldmen 


Deficit Finance, Overextended Credit 
Menace to Nation, Says Thompson 


The combination of issuing irredeem- 
money and of extending 
become a_ veritable 
with vast powers for 
both good and evil, John S. Thompson, 
president, Mutual Benefit Life, told the 
field that conven- 
tion at Virginia Hot Springs this month. 


able paper 


credit have atom 


bomb of finance 


force of company in 


7 


an all-time record, except for the four 
war years. 

“These savings, fortunately, 
newed confidence in the dollar. 
a most impressive guarantee of 
productivity in our country. 

A Nation To Be Free Must Be Strong 

“The other 
A nation cannot 


show re- 
They are 
future 


theme is closely related: 
expect to remain free 


A. A. Ames of Spokane expresses his thanks for the gold plaque he received from 

Mutual Benefit on his 60th year with the company. Left to right—President John 

S. Thompson, Mr. Ames, John D. Brundage, director of agencies, and Bruce Palmer, 
executive vice president. 


the failure of many nations 
over the centuries because they at- 
tempted to operate with unbalanced bud- 


He traced 


gets and dishonest currencies. 

Mr. Thompson said that two simple 
themes need emphasis at this time. The 
that a un- 
less it is productive. 
are filled 
though once powerful, 
elements of 


nation is not 
The pages of his- 


first is strong 


tory with records of nations 


which, ceased to 
produce the necessary 
power. 

Nations Disappear 


over-confident, 
they 


‘Those nations became 


indolent and, ultimately, 


this 


indifferent, 


disappeared. In modern industrial 


world, equipment is fantastically impor- 
tant as compared with even fifty years 
ago,” he ‘The president of U. S. 
Steel is the statement 
that the investment (on the new 
New Jersey) 
So a mill 
nearly 


said. 
authority for 
Fair- 
less plant at Mooresville, 
is about $90,000 per employe. 
1,000 workers 


This illustrates the magni- 


employing costs 
$100 million. 
tude and intricacy of modern industrial 
And these costs are mag- 


infla- 


labor 


installations. 


nified, of course, by the present 


tionary trends in material and 


costs.” 
Economic progress of this sort can be 


financed only by someone’s savings, 


President Thompson declared. Increased 
bank deposits, life insurance and pension 
fund reserves, security holdings and de- 
creases in indebtedness are the stepping- 
to greater power. Such savings, 
were $3.7 billions in 1940, and 
$18.5 billions in 1951, promise to be 


like $25 1952— 


stones 
which 


something billions in 


unless it is strong. Only the productive 
are strong; only the strong are free. 

“The ya 3 dissolution of our armed 
forces after V-J Day cramped our bar- 
gaining power at early post-war confer- 
ences and deprived us of initiative and 
prestige, it is generally felt,” he con- 
tinued. “Now our military strength is 
being rebuilt. The balance of power 
and authority is being righted and prom- 
ises to attain its former significance for 
peace. This hope rests on the certainty 
that our strength shall be used only to 
deter aggression which is used to ex- 
tend tyranny and to narrow the bounds 
of freedom, 

‘The meaning of this concept for us, 
as I see it, is that we must cooperate 
in those defense preparations that our 
informed, trained and experienced lead- 
ers believe necessary for the defense of 
our ‘freedom as a nation.’ And we must 
take all possible steps to preserve those 
‘personal freedoms’ which have been the 
basis for the remarkable economic and 
social system which we enjoy on a con- 
stantly increasing scale. 

“To mention only two, we must main- 
tain: (1) our freedom to engage in com- 
petitive business through our originality 
and enterprise and to reap profit and 
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Mutual Benefit CLU Officers 
John A. Erskine, President 


John A. Erskine, CLU, Pittsburgh 
general agent, Mutual Benefit Life, was 
elected president of the company’s CLU 
Association at the national meeting in 
Hot Springs, July 8-9. 

Marvin V. Henkel, Newark; 
3rown, Louisville; Thomas B. McGlinn, 
Miami; and Robert M. Seattle, Los An- 
geles, were elected regional vice presi- 
dents. Mildred F. Stone, the company’s 
director of policyowner services, was 
elected secretary of the organization. 


John W. 








e four 


yw re- 
ey are 
future 


trong 
alated : 
n free 





1 from 
t John 


‘almer, 


luctive 
ree. 

armed 
ir bar- 
-onfer- 
ve and 
e con- 
gth is 
power 
prom- 
ice for 
rtainty 
nly to 
tO ©x- 
bounds 


for us, 
yperate 
at our 
1 lead- 
nse of 
e must 
» those 
‘en the 
ic and 
a con- 


main- 
n com- 
rinality 
it and 


ficers 
ident 


sburgh 
fe, was 
b feat 


s CLU 
‘ing in 


hn W. 
cGlinn, 
os An- 
presi- 
ipany’s 
Ss, was 
on. 








JS ssn 





ATA 





AT NN NTO wl 


Liv“e—- 


fee re <_UN D 


ERWRITER 








































“I Make a Living 


by J.W.W. 
Equitable Society Representative 


What is it that makes an insurance man tick— 
and click? I think it’s when he realizes that he 
is a member of a profession dedicated to doing 
something for others rather than doing others 
for something. It’s amazing what a lift it gives 
your morale, what a wonderful feeling of 
accomplishment you enjoy when you help oth- 
ers help themselves. 


Deep down I know that insurance is as vital 
as law, medicine, manufacturing, retailing or 
any other career in the life of their commu- 
nity. My own files, for example, contain case 
after case of families I’ve helped hold together 
when the breadwinner died—of young people 
getting a good education—of old couples living 
serenely and securely. 


Take the case of Hobart Pulliam. Fine look- 
ing young fellow, isn’t he? This June he grad- 
uates cum laude from one of our great univer- 
sities. That’s because “Hobe” had an Equitable 
Education Endowment to carry him through. 
Something he couldn’t have counted on if years 
ago I hadn’t sold his dad on the plan. 

Yes, I’ve made a living doing what I like — 
being of service to my fellow men. I’ve never 
had to wonder if I’ve accomplished anything. 
I see it all around me in the faces of my friends 
and neighbors. A fine profession, insurance. 
And a fine organization to represent, the 
Equitable Society. 


LISTEN 7O “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 


EVERY FRIDAY NIGHT * ABC NETWORK 





‘QUITABLE 


LIFE ASSURANCE 












THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance So- 
ciety serves his community by selling life insurance. 


Doing What I Like!” 


Hobe Pulliam graduates cum laude this June from one of 
our great universities. It’s a wonderful feeling of satis- 
faction to know I helped see him through. 
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Policy Forms Improved 
By Cont’l Assurance 


PREMIUMS ALSO REDUCED 


Chicago Company Issues New Partici- 
pating Life Policy Paid Up at Age 
65; Changes Effective July 15 
Chicago, 


Continental Assurance Co., 


general coun- 


improvements in 


advised its agents 


important 


has 
trywide of 
policy forms now being used as well as 
reduction in premiums, effective July 15, 
In addition a new plan—a participating 
life paid up at age 65—has been intro- 
duced which replaces the Ordinary life 
family income policy for which there has 
been little demand since introduction of 
Continental’s family income rider. The 
changes as released this week by the 
“se office are as follows: 

All of Continental’s non-participating 
life premiums have been reduced, with 
the exception of the premiums for 5, 
10, 15 and 20 year term policies, some 

f the family maintenance and all of 
the family income riders. The disability 
waiver of premium rates have been re- 
duced for both participating and non- 
participating forms. 

Disability Monthly Income Benefit 

Changed 


The disability monthly income benefit 
hanged so that coverage no 
terminates at age 55. 
rider, premiums will 
as will the monthly in- 
come and maturity benefits. However, 
during the next five policy years a dis- 
ability benefit will be in force providing 
for waiver of premium for the balance 
of the premium paying period of the 
policy. At the higher ages the new 
benefit is more expensive than the old 
form. 
Continental’s 


has been c 
longer completely 
Under the new 
cease at age 55 


five-year term nolicy is 
now both renewable and_ convertible. 
. is renewable for further five-year 
sriods, except that no renewal period 
ean after age 65 will be granted. 
The policy may be converted to ordi- 
nary life or a higher premium plan at 
any time prior to the policy anniversary 
nearest the insured’s 65th birthday. On 
this policy the minimum has _ been 
chang ed from $2,500 to $5,000. 
Continental has also changed the min- 
imum amounts for any policy on the 
commercial Ordinary life and commercial 
20 payment life plans to $5,000 in each 
case. The change in rates for these two 
plans, which hpesiin: effective last Feb- 
ruary 1, contemplated that the minimum 
for these plans would have to be in- 
creased. In line with this change, the 
maximum amount for which the endow- 
ment at 85 and 20 otiey ee endowment 
at 85 can be issued has been increased. 
If the premium for a policy on these 
plans exceeds the premium for $5,000 on 
the edhe Sng commercial plan, then 
the latter will be issued instead. 
ie substandard premiums are shown 
in the new soliciting manual for partici- 
pating 10 year term and term to 65 as 
these two plans will not be issued on a 
substandard basis. All substandard rat- 
ings have had their names changed. 
Table “A” is now Table “One,” Table 
“B” is Table “Two,” etc. This change 
was made because of frequent misunder- 
standings due to the ged pronuncia- 
tion of T able “B” and Table “D.” 
Continental Assurance believes that 
these changes should be satisfactory 
since the new rates involved are almost 
universally less than those tound in the 
old rate book. The exception occurs in 
the disability monthly income benefits 
issued at the higher ages. “In those 
says the company, “we will issue 
the new benefit since we believe that it 
is preferable to the old. 


cases,” 


Penn Mutual Gains 41.7% 


D. Bobb Slattery, vice president, Penn 
Mutual Life, announced that the com- 
pany’s life production for June totaled 
$28,964,906, aks is a gain of 41.7% 
over last June. It is the largest June 
figure in 22 years. 


Nominations Committee of 


NALU Preparing Report 
Clifford H. Orr, CLU, National Life 
of Vermont, Philadelphia, ché uirman of 
the committee on nominations of the 
National Association of Life U nderwrit- 
ers states that his committee is anxious 
to complete the work of preparing its 
report and releasing it to the member- 
ship well in advance of the Atlantic City 
convention. Mr. Orr stated that the com- 
mittee has received many recommenda- 
tions of nominees for NALU offices to 
be filled at the annual election and he 
urged all sponsoring groups to submit 
any additional names of candidates prior 
to July 25 when the committee expects 
to wind up its work of preparing its for- 
mal report. He pointed out that the re- 
lease of his committee’s report will not, 
of course, interfere with the regular 
privilege of presenting additional recom- 
mendations from the floor of the con- 
vention. All state and local association 
presidents and leaders throughout the 
country are urged to screen the mem- 
bership in their various localities with- 
out delay, if they have not already done 
so, and submit names of candidates 
qualified to fill the top echelon of 
NALU. 

All recommendations of candidates 
should be made to the chairman and 
the members of the nominating commit- 
tee, who are as follows: Clifford H. Orr, 
CLU, chairman, National Life of Ver- 
mont, 1616 Walnut Street, Philadelphia 
3, Pa.; Gerard S. Brown, CLU, Penn 
Mutual Life, 208 S. LaSalle Street, 
Room 468, Chicago 4, Ill.; David Marks, 
Ir, CLU, New England Mutual Life, 17 
East Forty-second Street, New York 17, 
N. Y.; Thomas C. Nicholls, Jr., CLU, 
New England Mutual Life, 818 Richards 
Building, New Orleans 12, La.; and 
Robert R. Reno, Jr., CLU, Equitable 
Life Assurance Society, 29 S. LaSalle 
Street, Room 317, Chicago 3, Il. 


the “TIFFANY” of 





Individual Non-Cancellable A & H Policies 


Preferred Risk Whole Life 





e “Non-Can” Disability Income to Age 60-65-70 ¢ = 
© $400 per Month Maximum Participation 
e $10 per $1000 Disability Income Under 





For illustrations or information phone or see us today. 


IRWIN B. HALWEIL, 
GENERAL AGENT 


UNION MUTUAL LIFE INSURANCE CO. 
26 Court Street, Brooklyn 2, N. Y. Room 2112. MAin 4-0794-5 


Home Office: Portland, Me. 





National of Vt. Increase 

National Life of Vermont showed an 
increase of 11% in new paid business 
and 13.53% in annualized premiums for 
the first six months of this year com- 
pared to the corresponding period last 
year. It was the highest volume of sales 
for any comparable six months’ period 
in the history of this 102-year-old com- 
pany. 

Sales totaled $68,529,171 compared to 
$61,738,966, and annualized premiums 
amounted to $3,012,081 compared to $2,- 
653,049. Insurance in force as of June 
30 was $1,264,980,508. 

Of the company’s fifty-five general 
agencies, the ten top agencies for the 
first half of this year were, in order of 
business produced, as follows: Man- 
chester, N. H.; Atlanta, Ga.; New York 
Citv-Hodes: Los Angeles; Chicago- 
Tohnson; Virginia State agency in 
Roanoke; New Canaan, Conn.; Bing- 
hamton, N. Y.; Detroit and Philadel- 
phia. 





CLIP IT... KEEP IT 
For those OVERWEIGHT clients 





CAC HEIGHT AND WEIGHT TABLE 





Standard if Under w 





Average is w 





Height is w 





NOTE 


if debilitated. 
10 pounds. 
5 pounds. 


a table or two. 
Short 


a table. 





pounds. 


Women—consider 2” 
shorter than men. 
Underweight — rated 
10 year end.—credit 
4, 20 year end.—credit 


Big belly—may debit 


lived family 
history — may debit 


Rate one additional 
table for every ten 


130 
133 
136 
139 
142 
145 

















Consult CARR 


DAVID A. 


(ARK 


Concerning 
“Overweight” Clients 


Agency Mgr. Corlinenta Assurance Company 


Chicago, Ill 


1780 Broadway at 57th St. New York -JUdson 6-4660 
AGENCY tne. vavio a. carr, Pres. 


* MICHAELA. WILTON, V.-Pres 


Blind Agent Aubry Forman 
Talks at Aetna Regional 


AUBRY FORMAN 


A totally blind life insurance agent 
who has represented the Aetna Life at 
Toledo, for nearly 15 years was a fea- 
tured speaker at a recent conference of 
the company’s leading salesman at 
Grand Hotel, Mackinac Island, Michi- 
gan. He was Aubry Forman, one of 18 
representatives of the Aetna Toledo gen- 
eral agency, John A. Hill & Associates, 
to attend the central regional meeting 
of the Corps of Regionnaires, an or- 
ganization of the company’s top sales- 
men in the United States and Canada. 

Following his graduation from the 
University of Toledo, he entered life in- 
surance and carried nine-inch thick 
Braille rate books weighing almost 20 
pounds. 


Hear Talks by Chapman 


Lewis W. S. Chapman, CLU, director 
of Company Relations, Agency Manage- 
ment Association, was the concluding 
speaker at Aetna Life’s Basic Estate 
Control Plan School which ended June 
25 at the home office in Hartford. Mr. 
Chapman’s talk “Help Yourself” pointed 
out that LIAMA’s aim of improving life 
insurance distribution was of direct in- 
terest to the agent because the associa- 
tion’s activities help him do a better 
job, make more money, and gain greater 
personal satisfaction from his career. He 
also gave the Aetna agents his 24 rea- 
sons why life insurance “is the greatest 
business in the world.” 

Fifty-two Aetna fieldmen from all sec- 
tions of the country attended the four- 
week course on estate planning. 


MAURICE GROSS DEAD 
Maurice Gross, office debit representa- 
tive of —t. Hancock at Flatbush, 
3rooklyn, N. died July 6. He joined 
the company in hg re 1926. 
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Walter L. Grace Promoted 




















Transfer Paul C. Westenheffer 

Paul C. Westenheffer, 25 years with 
The Prudential, has appointed 
manager of its Wilkes-Barre, Pa., dis- 
trict office No. 2. Marietta, 
Ohio, he joined Prudential as an agent 


been 
Born in 


in Harrisburg and six years later be- 
came manager at Schuylkill 
His most recent post has been as mana- 
ger at Tamaqua. In World War Il 
he was a captain and served overseas. 
In his new post he will supervise 46 
agents in a district where company has 
$52,000,000 in force. 


Haven. 


PORTLAND ASS’N OFFICERS 
Life Underwriters Association of Port- 
land, Ore., elected A. E. Gravengaard 
of Bankers Life president; Arthur Stone, 
Life, 
Rau, 


treasurer. 


vice president, and 


Standard 


Metropolitan 
Robert L. 
secretary and 
New board members are Paul and 
Joseph L. Ellis of Prudential. Other 
members of the board who will serve 
this year are Dean Connaway, New Eng- 
land Mutual; Chas. A. Bennett, John 
Hancock; Orville Cox, Occidental; Edw. 
S. Williams, Jr., Central and Veronica 
Dearcop, Phoenix Mutual. 


Insurance, 


Appoints George L. Hamlin 

George L. Hamlin, CLU, agency vice 
Mutual Life, 
Omaha, announces the appointment of 
John D. Wells as field supervisor. He 
will participate in agency development 
activities in the Midwestern area. Prior 
to joining Guarantee Mutual Mr. Wells 
was an agent and agency supervisor 
with Equitable Life of Iowa. A native 
of Nebraska he served during World 
War II as a navigator in the Air Force. 
His educational background includes 
studv at the University of Omaha and 
the University of Alabama. 


president, Guarantee 










Arthur Johnson 
WALTER L. GRACE 


Walter L. 
Group actuary, has been appointed an 
assistant actuary of Massachusetts Mu- 
tual and will supervise the actuarial 
work of the Group department. A na- 
tive of Albany, he joined the company 
in August, 1949, and was made assistant 
Group actuary in August, 1951. He is 
a Fellow in the Society of Actuaries, 
and collaborated on a paper entitled 
“On Average Age at Death Problems” 
with Nesbitt, Univer- 
sity of Michigan faculty, which was pub- 
lished by the society in 1950. Mr. Grace 
was graduated from the University of 
= Michigan in 1948 and received his mas- 
f ter’s degree in actuarial mathematics 
» there the following year. During World 
War II, he was an electronics officer in 
the United States Army Air Force. 


Grace, formerly assistant 





Pre fessor oe ps 


John M. Sisk Bankers Life 


Leader in June Campaign 
Salesmen in the 57 agencies of Bank- 
ers Life, Des Moines, finished the month 
of June with an issued and paid-for 
total greater than any previous Presi- 
dent’s Month in the company’s history. 
The June total was $14,856,360. 

Similarly, the salesmen’s total of writ- 
ten, examined and paid-for business set 
a June record. During the month they 
sold $17,821,680. 

Leading all the salesmen in production 
honoring President E. M. McConney 
during June was John M. Sisk of the Mil- 
waukee agency. He sold $207,000. This 
was his second President’s Month vic- 
tory, and he thus “retired” the large 
traveling trophy that has signified June 
leadership for seven years. 

In second place was Bernard T. 
Mahaffa of the Des Moines agency. His 
June production totaled $201,078. 

Leading the agencies in production 
during June was the W, A. Fraser Lin- 
coln agency with $1,095,678. Twenty- 
eight agencies exceeded their special 
June quotas, with two of them record- 
ing more than 200% of quota. The M. D. 
Cramer Los Angeles agency led with 
209%. 

New business issued and paid-for in 
the company for the first half of 1952 
totaled $93,624,915. Ordinary insurance 
sales accounted for $65,130,650 of this 
total and Group insurance sales ac- 
counted for $28,494,265. 

The six-month sales total resulted in 
@ gain of more than $4514 million in 
Msurance in force in the company. By 
July 1 the in-force total reached a new 
high of $1,722,828,117. Ordinary insurance 
im torce totaled $1,344,527,844 and Group 
‘nsurance totaled $378,300,273. 





















LIFE AND QUALIFYING MEMBERS 


Daniel Auslander, CLU, New York City 
Meyer L. Balser, Atlanta, Ga. 

Nathan S. Bienstock, Jackson Heights, N. Y. 
John E. Bromley, CLU, Battle Creek, Mich. 
John E. Clayton, Short Hills, N. J. 

Russell W. Dozier, CLU, Oklahoma City, Okla. 
Leopold V. Freudberg, Washington, D. C. 
Henry W. Hays, CLU, Rochester, N. Y. 

Royse W. Jackson, Grosse Pointe, Mich. 

E. Leigh Jones, CLU, Huntington Woods, Mic!: 
Richard J. Katz, Rochester, N. Y. 

Charles G. Keehner, Berkeley, Calif. 

Ralph E. Loewenberg, New York City 

David Marx, Jr., Atlanta, Ga. 

C. Harrison Meyer, New York City 

Henry G. Mosler, Los Angeles, Calif. 

Albert M. Palmer, Coral Gables, Fla. 

Clarence E. Pejeau, CLU, Rocky River, Ohio 
Harold L. Regenstein, Bedford Village, N. Y. 
Geo. Paul Roberts, Elizabeth, W. Va. 

John M. Russon, Los Angeles, Calif. 

Lawrence E. Simon, New York City 

Wayne M. Trostle, Cleveland, Ohio 

Harry R. Van Cleve, CLU, La Crescenta, Calif. 






LIFE MEMBERS 


Joseph J. Coburn, Grosse Pointe, Mich. 
R. U. Darby, Middletown, Md. 

Harry I. Davis, Atlanta, Ga. 

Dick Evans, Pasadena, Calif. 

George M. Galt, Pittsfield, Mass. 
Donald K. Kissinger, CLU, Decatur, Ill. 
Morris Landwirth, CLU, Peoria, IIl. 

A. Jack Nussbaum, Whitefish Bay, Wis. 


| Massachusel Mutual 


CRGANIZED 1851 

















REPRESENTAJIV 





Ned G. Patrick, CLU, Omaha, Neb. 

Roderick Pirnie, Barrington, R. I. 

C. Lamont Post, CLU, New York City 
Robert K. Powers, CLU, Spokane, Wash. 
Charles H. Schaaff, CLU, Longmeadow, Mass. 
George H. Schumacher, Shaker Heights, Ohio 
Max Slater, Chestnut Hill, Mass. 

Caleb R. Smith, Asheville, N. C. 

James H. Smith, Jr., Pacific Palisades, Calif. 
Barry B. Stephens, La Canada, Calif. 

Alfred D. Whitaker, East Providence, R. I. 

J. Hawley Wilson, CLU, Oklahoma City, Okla 


QUALIFYING MEMBERS 


Roland J. Burson, Rochester, N. Y. 

John D. Campbell, Lincoln, Neb. 

Landon B. Davies, Baltimore, Md. 

Alton C. Derick, Santa Barbara, Calif. 
Herbert V. Friedman, Rockville Centre, N. Y. 
Clarence L. Hagstrom, Seattle, Wash. 
Holden F. Hills, Fayetteville, N. Y. 

John R. Humphries, Chattanooga, Tenn. 
John Jannotta, San Mateo, Calif. 

Nathan Karnibad, Savannah, Ga. 

Donald F. Lau, CLU, Pleasant Ridge, Mich. 
Edward Neisser, Beverly Hills, Calif. 

Joseph Pellicane, Hollis, N. Y. 

Robert M. Saville, Plainfield, N. J. 

John W. Stephens, Jr., Savannah, Ga. 
Laurence G. Thebaud, Buffalo, N. Y. 
Forbes S. Tuttle, Syracuse, N. Y. 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Owned by its policyholders — Operated for them. 
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Prudential Creating 5 Agencies 
Out of Its Newark Agency 


Prudential announces its contemplated 
agency (New- 
This ac- 


separation of its largest 
ark) into five org 
tion follows the election, 
Charles W. Campbell, 
manager, to a Prudential 


unizations. 
effective Octo- 
ber 1, of former 
Newark 


presidency. The 


vice 
new offices and their 
managers: 

Newark— Oshorne Be thea & . {ssociates 
Agency, headed by Osborne Bethea and to 
operate in Essex, Morris and Union Coun- 
ties. 

Newark - 
which wll 
brokerage business 
Union counties, with Albert 
manager. 


The Newark Brokerage d {gency 

emphasise development of 
Essex, Morris and 
Mehrbach, Jr 


Agency 
Kling- 


-Hudson County 


Jersey City 
William H. 


under management of 
beil. 

Trenton-—Trenton Agency 
K. Kalteissen manager, and 
terton, Mercer, Somerset, 
Monmouth counties. 

Hackensack — Bergen + Passaic 
Duncan Macfarlan, manager 
Bergen, Passaic, Warren and 
counties. 

Simultaneously, it is announced that 
Albert R. Snitzer, associate manager ot 
the Newark agency, will transfer to Pru- 
dential’s home office on psi tne 1 as 
associate director of field training. With 
exception of Osborne Bethea all the new 
managers have been gt of the team 
which helped Charles W. Campbell build 
his Newark agency into an organization 
whose 1951 Ordinary sales exceeded $30,- 
000,000. 


with Walliam 
serving Hun- 


Middlesex and 


Agency, 
covering 
Sussex 


Careers of Managers 


Mr. Bethea opened the Murray Hill 
agency in New York last year. His ex- 
perience had included general agency 
activities in the South, Middle West and 
New York City as well as wide activity 
in trade associations. The announce- 
ment of the appointment of his 
sor in the Murray Hill agency is ex- 
pected shortly. 

Mr. Klingbeil started with Prudential 
in 1946 as a Detroit agent following 
graduation from University of Michigan. 
He was promoted to an assistant mana- 
gership and then, in 1950, was named 
a senior training consultant in sank com- 
pany’s home office. A year ago he 
moved to the Campbell organization as 
associate manager. Mr. Kalteissen first 
joined Prudential as an agent of its 
Stuyvesant (New York City) agency in 


Ssucces- 





Hempstead Agency Expands 
Island 


Life 


Long 
Mutual 


present 


The Hempstead 
of Massachusetts 


agency 
has in- 
facilities so 
than 50% of 
Viowil- 
corner of 


creased its office 
that it 


the available 


occupies more 
office space in the 
bet Building located at the 
Centre and Franklin Street, 
New York. 

This expansion was_ necessitated by 
the increase in new business and growth 
of the organization during the 
past year. The first six months produc- 
tion of this year shows a 91% increase 
in volume over the same. six-month 
period of 1951. Manager of the agency 
is Merton D. Custer. 


NAMED BY MANUFACTURERS 


Manufacturers Life has announced the 
appointment of John E. Carr-Harris as 
manager of its Kingston, Ontario 
branch. He succeeds L. G. Rice, CLU, 
who has asked to be relieved of his 
managerial duties on account of ill 
health. Mr. Rice will continue as a per- 
sonal producer. Mr. Carr-Harris has 
been a member of the Manufacturers 


Life’s field force since 1949, 


now 


Hempstead, 


sales 


1940. After serving as an_ assistant 
manager there he transferred to Newark 
in October, 1948. Then he was made 
branch manager of the agency estab- 
lished in New Brunswick early in 1949, 

Mr. Macfarlan, at 26, Prudential’s 
youngest manager, became an agent in 
Campbell agency in 1947. Two years 
later he was advanced to an assistant 
managership. His agency work was 
largely in Bergen county which is in- 
cluded in the area to be covered by the 
new Hackensack headquarters. 

Mr. Mehrbach has been with Pruden- 
tial more than a quarter of a century. 
Much of his work in field offices has 
been in the brokerage end of the busi- 
ness, including his most recent post of 
ade ige assistant manager in the 

Campbell agency. 

During his association with the Camp- 
bell agency, Mr. Snitzer has been active 
in training and development work. He 
joined the agency in 1946 after complet- 
ing graduate studies at the University 
of Vicwiais. He was promoted to as- 
sistant manager and, a year ago, to as- 
sociate manager. 


Mutual Benefit Changes 
Three official changes involving John 
D. Brundage, director of agencies; 
Charles G. Heitzberg, director of field 
supervision, Stuart A. Monroe, as- 
agent, Solomon Huber 
York City, were an- 
Pille, vice presi- 
Mutual Ben- 


and 
sociate general 
New 
nounced by Richard E. 


Agency, 


dent in charge of agencies, 
efit Life, Newark. 

Mr. Brundage has 
leave of absence to assume temporary 
management of the company’s New 
York City agency, headquartered at 225 
3roadway. During his absence his 
agency office duties will be assumed 
by Mr. Heitzberg as director of field 
supervision. 

Mr. Monroe will join the home office 
as director of field) supervision. All 
changes become effective September 1. 


been granted a 


Chest X-Ray Program 
Home office employes of State Mutual 
Life, Worcester, Mass., have signed up, 
practically 100%, to participate in the 
1952 Worcester Chest X-Ray program. 
A mobile unit will be stationed next to 


July 23 and 24 to 
staff of some &50 


the home office on 
accommodate the 
members. 





progress of all recruits. 





series of advertisements outlining advantages enjoyed 
NUMBER TWO | He field underwriters of the Equitable Life of lowa 


TRAINED FOR 


SUCCESS 


| ield underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 


known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 


HOUITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 
32 Court Street Brvoklyn 2, N. Y. 
TRiangle 5-7362 











Morton D. Miller Promoted 


Morton D. Miller has been appointed 
an associate actuary, Equitable Society. 
He is examination chairm: in of Society 
of Actuaries and chairman of mortality 
section of Group mortality and morbid- 
ity committee. He is a member of In- 
surance Department’s all industry statis- 
tical and reporting committee of New 
York State disability benefits and on 
Health Insurance Council’s hospital and 
state surgical plans committee. 

Mr. Miller joined Group underwriting 
bureau of Equitable Society in 1937 after 
graduation from College of the City of 
New York. In 1940 he was transferred 
to Group Annuity Bureau of the actu- 
ary’s department and later the Group 
Insurance Bureau. He became assistant 
mathematician in 1942, mathematician in 
1945, assistant actuary in 1947, 


Loyal Nemes Van Aartsen 


Its Financial Secretary 

William Van Aartsen has been named 

financial secretary of Loyal Protective 
Life. 

Mr. Van 


with Columbian 


Aartsen was 
National Life where 
he was assistant treasurer. Prior to that 
he was with the investment division of 
New England Trust Co. He is a gradu- 
ate of Boston University College of 
Business Administration and is currently 
chairman of the trustees of the West 
Roxbury Congregational Church. 


seven years 


Mrs. E. Paul Huttinger Dead 


Mrs. Rena Huttinger, wife of E. Paul 
Huttinger, retired secretary and _ field 
educator of Penn Mutual Life, died in 
Hahnemann Hospital last week after a 
long illness. 

She was a member 
of the Pennsylvania Academy of the 
Fine Arts, and had been active in af- 
fairs of the Philadelphia Museum of 
Arts. A talented artist herself Mrs. 
Huttinger had her paintings exhibited 
at the Woodmere Galleries, Chestnut 
Hill, Pa. Among her other activities she 
was a former secretary of Thomas 
Leiper Chapter, Daughters of the Amer- 
ican Revolution. 


ARTHUR D. CORDES DEAD 

Arthur D. Cordes, 54, agent for 
Metropolitan Life at Los Angeles, died 
at his home there recently. A native of 
Chicago, he went to Los Angeles 24 
years ago. He is survived by his widow, 
Mrs. Frances Cordes, a son, Harold, 
and two sisters. 


of the Fellowship 


Group Committees 


(Continued from Page 1) 


dent and chief actuary, Prudential, has 
accepted the ché iirmanship of the tech- 
nical committee of the Study of Section 
213. 

Among Group insurance — subjects 
which the business as a whole has been 
discussing for some time have been 
situations relative to limits, qualifica- 
tions, how far should expansion in 
variety of coverage extend and consid- 
eration of welfare and interest of the 
insuring public in vartous aspects of 
Group insurance. 
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Friends in Companies Give 
Dinner to Al Thyselius 





ALBERT E. THYSELIUS 


Albert E. Thyselius of New York 
joined the Hooper-Holmes Bureau, Inc., 
30 years ago as an inspector. Gradually 
he began to develop a personality which 
hit it off with people engaged in home 
office underwriting and claims work. He 
started to rise in the organization and 
when he was manager in Newark his 
King, 


3ureau. For a 


assistant manager was Edward 
now president of the 
decade he has devoted most of his time 
to life insurance companies and is in 
charge of inspection sales to those com- 
panies in this area. He is now a vice 
president of the organization. 


When the 30th 
along friends in the insurance companies 


anniversary came 


decided to make him guest of honor at 
a dinner where they could make one- 
minute talks telling Thyselius that they 
wanted to express their personal appre- 
ciation of what he and his organization 
has done for the companies. Also, there 
were eulogies for Mrs. Thyselius. Many 
insurance executives have been enter- 
tained in the Thyselius home. Chair- 
men of the committee on arrangements 
were Charles J. Haight and Anthony J. 
Orselli. Affair was held last Monday 
night at Longchamps Restaurant, West 
57th Street, New York. 

Representatives of these companies 
attended: Colonial, Equitable Society, 
Guardian, Home Life, Loyalty Group, 
Metropolitan, Mutual Benefit Life of 
Newark, Mutual 3enefit - Companion 
Companies of Omaha, Mutual Life of 
New York and New York Life. 

Some people think Al Thyselius was 
born in Sweden and his nickname is 
“The Baron.” A native-born New 
Yorker of Swedish descent he attended 
All-Saints Parochial and All Hallows, 
schools, this city. After leaving school 
he spent five years with Burns Detective 
Agency. 


Franklin Whaley Month 
_ Field men of Franklin Life of Spring- 
field, Ill, set a new record in paying 
birthday tribute to Vice President and 
Director of Agencies J. V. Whaley dur- 
ing June. New sales during the month 
reached a grand total of $36,947,280, a 
five million dollar gain over the 1951 
Whaley campaign and an all-time rec- 
ord for June. 

The contest was patterned along the 
election theme, and cash prizes offered 
to the volume leader, volume runner-up, 
and leader in volume of home protector 
sales. C. R. Willsey, Indianapolis, Ind., 
won first prize as volume leader, with 
Milo R. Roberts, Bismarck, N. D., tak- 
ing two prizes as volume runner-up 
and leader in volume of home protector 
Sales, 

_A net gain of over $100,000,000 of 
Msurance in force was recorded by the 
Franklin during the first six months of 
this year, ‘ 


LUTC Course 


The unprecedented number of 4,260 
students in 1951-52 LUTC classes have 
successfully completed the year of the 
course for which they were enrolled, 
according to an announcement by Ben- 
jamin N. Woodson, CLU, managing di- 
rector of the Life Underwriter Training 
Council. Citation cards and certificates 
awarded in recognition of their achieve- 
ments will be presented at the first fall 
meeting of Underwriter Associations 
throughout the country. 

In reporting this impressive list of suc- 


cessful students, Mr. Woodson pointed 
out that the present graduating class 
numbered 953. This more than doubles 
the roll of all previous graduating 
classes and brings the combined total of 
graduates to 1,877 men and women who 
have completed both years of LUTC’s 
on-the-job sales training course since 
its inception in 1947. 

“The industry salutes each of these 
career agents,” said Mr. Woodson. 
“Their example of personal growth in- 
dicates a significant trend on the part 
of the American agency force to prepare 
itself for greater public service in life 
insurance marketing.” 


ASS’T BROKERAGE MANAGER 

George J. Dockins, former agent for 
Mutual Benefit Life, has been appointed 
assistant manager in the 
Birmingham, Ala., branch of Occidental 
Life of California. 

Chosen 1951 “Man of the Year” in 
his former company’s’ Birmingham 
agency and leading producer there the 
same year, Dockins has been in the in- 
surance field for more than four years. 

He is a native of Alabama, and before 
entering the insurance business, was em- 
ployed as a veteran’s coordinator with 
the Paul Haynes school in Birmingham. 


brokerage 





DON’T 
FENCE THEM IN: 


Many good prospects hesitate to assume 
long-term, high premium commitments 
when times are uncertain. That’s one 
reason endowment sales are down while 
national savings averages are up. 


It’s also a reason why buyers like our new 
Multiple Benefit Savings Policy. 


This endowment-like policy helps a man 
save money when he can, without forcing 
him to save in years when he can’t. The 
premium can be reduced (as much as 
75%, depending on issue age) without 
endangering the life insurance. 


The owner never feels fenced-in with this 
flexible premium feature. 


“A Star in the West...”* 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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Complete Details of 
Sale of U. S. Life 


NEGOTIATIONS AFTERMATH 
Continental Casualty Sells 60,000 U. S. 
Life Shares to Continental Assurance; 
President Tuchbreiter Statement 
the Continental Casualty 
buy 204,108 of the 250,- 
shares of capital stock 
Life of New York at 
and offered at the same 
other outstanding shares 
at the same price. On June 27 Conti- 
nental Casualty purchased a tote il of 
218,427 shares, or more than 87% of the 
total outstanding stock, all at $22 per 

share. 

Since that time Continental Casualty 
has sold to its associated life insurance 
company, Continental Assurance, 60,000 
shares of the United States Life capital 
stock, at the same price for which it was 
purchased. 

Head Office to Continue at 84 William 

Street, N. Y. 


In announcing the completed transac- 


On May 13 
contracted to 
000 outstanding 
of United States 
$22 per share 
time to buy 


tions, Mr. Tuchbreiter said this week: 
“We believe that the acquisition of — 
trol of the United States Life by Con- 


Casualty, and the purchase of 
stock in this company by Continental 
Assurance, will not only be profitable 


investments but also will be a basis for 


tinental 


the acceleration of the growth of all 
three companies. The identity of the 
United States Life Insurance Co. will 
be maintained and its head office will 
continue to be at 84 William Street, New 


York City. In due course it is expected 
that certain directors of the Continental 
Companies will be added to the board of 
directors of United States Life. 

Mr. Tuchbreiter also revealed that al- 


ready applications for agency contracts 
with the United States Life had been 
received. These applications were from 
agencies which in recent years had 


hoped to represent the Continental Com- 
panies, but which had to be refused 
Continental because of existing agency 
arrangements. Continued Mr. Tuch- 
breiter: “We are confident that it will 
be possible for us to assist materially 
in developing the United States Life 
agency organization and in adding to 
the company’s volume of business.” 
United States Life, now in its 103rd 
year, is one of the oldest stock life in- 
surance companies in the United States. 
It owns its head office building, a 17- 


story structure just a few steps from 
Continental Companies New York build- 
ing. The United States Life has more 
than $550,000,000 of life insurance in 
force. As of March 31 this vear its ad- 
mitted assets were $51,085,395 and _ its 
total capital and surplus amounted to 
$3,355,116. 


All New Insurance Written in United 
States Dollars 

Prior to 1947 a large part of United 
States Life business was written in for- 
eign countries, but in more recent years 
greater emphasis has been placed upon 
domestic operations. Currently all of its 
new life insurance is being written in 
United States dollars and more than 
75% of the new business is on the lives 
of residents of the continental United 
States. The company is now licensed 
to transact business in 14 stztes and the 


District of Columbia, as well as in Ha- 
waii, Puerto Rico, Guam, Panama Canal 
Zone, Cuba, the Philippines, Japan, Co- 


lombia, Venezuela, Panama, Guatemala 
and five other foreign jurisdictions. 


EE. J; LINDERMAN / APPOINTED 

E. H. Henning, president, Central 
Standard Life, Chicago, announces the 
appointment of Edward J. Linderman as 
superintendent of <i ee Industrial di- 

ision, effective July 1. 

A native Chicagoan. 
has been active in the 
for 14 years. For nine 
with the Prudential as 
sistant manager. He 
Standard Life five years 
supervisor. 


Mr. Linderman 
life insurance field 
years he was 
agent and as- 
joined Central 
ago as a field 


Five Berkshire Veterans Retire 


President Harrison L. Amber, has an- 
nounced the retirement of five veteran 
employes of the Berkshire Life, Pitts- 
field, Mass. 

Heading the list is Vice President and 
General Counsel, John Barker. Others 
in the group are Russell O. Skinner, 
policy department manager Oliver 
Root, secretary of securities; M. Eliza- 
beth Moore, of the actuarial depart- 
ment; and Alice M. Stearns, cashier in 
the company’s Detroit, Michigan agency. 

Vice President Barker joined the com- 
pany in 1923 as general counsel and a 
member of the board of directors. 

Following his graduation from Wil- 
liams College, Mr. Barker took his 
LL.B. degree at Harvard Law School. 
He was admitted to the Massachusetts 
Bar in 1902 and the United States Courts 
in 1904. Following several years of 
private practice in Boston he returned 
to his native city of Pittsfield to con- 
duct his law practice until the time of 
his affiliation with Berkshire Life. 
Third-Generation Director 

President Barker enjoys the 
unique distinction of being a_ third- 
generation director of the Berkshire 
Life. John V. Barker, his grandfather, 
served as a member of the board of di- 

from 1864 to 1895, while his 
James Madison Barker, who was 
Judici: il Court 


Vice 


rectors 
father, 
a Justice of the Supreme 


of Massachusetts, was also a director 
from 1874 to 1905. 

Mr. Barker’s son, John, Jr., is vice 
president and general counsel of New 
England Mutual Life. 


the company in 
forty-eight years 


Mr. Skinner 
1904, with his entire 
service being spent in the company’s 
policy department. He recalls that 
shortly prior to his becoming associated 
with the Berkshire Life, all policies were 
handwritten, there being no_ printed 
forms until several years later. Pen- 


joined 


manship artists, experts in the field of 
copper-plate handwriting, prepared each 
individual policy. 

Mr. Skinner graduated from Pittsfield 
High School and the Albany, New York 
Business College. He has been very ac- 
tive in Masonic affairs and is a thirty- 
second degree Mason, having served as 
Master of his lodge and is at present 
sec retary of the three Pittsfield Scottish 
Rite Bodies. 

Mr. Root’s Berkshire association also 
dates back to 1904. In that year, fol- 
lowing his graduation from Williams 
College, Mr. Root entered the employ 
of the Berkshire in the mortgage loan 


department. During his entire business 
career he has been closely connected 
with the company’s securities and in- 


vestment affairs. 

Mr. Root is treasurer of the Associa- 
tion for Family Service, a post he has 
held since it was organized in 1911. 

Miss M. Elizabeth Moore has been 
with the actuarial department of Berk- 
shire Life since 1921. Prior to joining 
the company she had been cashier and 
chief clerk at the Pittsfield office of the 
Metropolitan Life. 


Miss Alice M. Stearns has been in 
the service of the Berkshire Life for 
forty-seven years. She went to the 


Berkshire September 14, 1905, as a clerk 
in the cashier’s department of the then 
John D. Morphy agency in Detroit, and 
progressed to assistant cashier and, in 
1943, was made agency cashier under 
Edward J. Dore, who was appointed 
Detroit general agent in that year. 
Miss Stearns is well known among the 
agency cashiers of the various life in- 
surance companies maintaining offices in 
Detroit. She has served as secretary of 
the Life Agency Cashiers Association 
of Detroit. In addition to this she is an 
executive committee member and at 
present is president of the organization. 








A WELL-BALANCED COMPANY 


ymbol of 
professional pride 
... Life Insurance dedicated 


to the Public Service. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 











Make Nettleship Treasurer 


Columbian National Life 
Charles F. Nettleship, Jr., has been 
elected second vice president and treas- 
urer, Columbian National Life, succeed- 
ing Herbert L. Newton who retired on 
July 1 after 47 years of service with 
the company. Four years ago he came 
to Columbian National as second vice 
president. 

A graduate of Wesleyan University, 
Middletown, Conn., he became an in- 
vestment analyst for a New York Stock 
Exchange firm, and later joined the 
staff of the Colonial Life as manager 
of bond department. He was secretary 
and director of that company in 1942 
when he was called to active naval serv- 
ice in World War II. After his release 
from the Navy, he worked with the 
Veterans Administration as a coordinat- 
ing officer until his appointment with 
the Columbian National in June, 1948. 
He has served as secretary and chair- 
man of the Financial Section, American 
Life Convention, and on the board of 
regents of Life Officers Investment 
Seminar. 

Mr. Newton, who had been treasurer 
since 1917, came to Columbian National 
in 1905—three years after its founding— 
was presented with a gold watch by his 
fellow officers, during a luncheon at the 
Union Club. Chairman Francis P. Sears 
spoke informally about the changes that 


he and Mr. Newton had seen in that 
Span of time. 
A pin, emblematic of 40 years of 


Mul- 


service, was presented to Carl C. 
len, first vice president and secretary, 
at the same luncheon. 


National Life of Vermont 


° , 
Agents Executive Council 
National Life of Vermont announced 
the names of its fifteen top underwriters 
who comprise the 1952 Agents Executive 
Council. 
3y virtue of being the highest pro- 
ducer Neil C. Croonquist, Minneapolis 
agency, automatically assumes the presi- 
dency of the organization and the num- 
ber two and three men, Abner A. Simon- 
ton and William C. Hartman, Jr., At- 
lanta, Ga., agency, automatically become 
vice president and secretary-treasurer, 
respectively. This is the second time 
that Croonquist has headed the AEC 
and he has qualified for five consecutive 
years, each year since the AEC was 
organized. Two other agents, E. Price 
Ripley, CLU, of the Virginia State 
agency in Roanoke, and Francis T. 
Fenn, Jr., CLU, of the Hartford, Conn, 
agency, are the only other two under- 
writers who have qualified for five con- 
secutive years. 
The other members of the AEC are as 


follows: George H. McWhirter, CLU, 
Atlanta; James D. Fluker, Atlanta; 
Elliot L. Haas, CLU, Atlanta; Karl H. 
Schmidt, CLU, Cleveland; Robert O. 
Bickel, CILLU, Cedar R: apids, Ia.; LeRoy 
W. Barnes, my Richard N. Craig, 
CLU, Joplin, Mo.; Sam R. Heller, Vir- 
ginia; Charles o Harris, Memphis; 
Robert C. Brand, New Canaan, Conn. 


New Occidental Agency 

To meet the growing market in the 
San Francisco Bay area, Occidental Life 
of California has established a general 
agency in Berkeley, Calif., William B. 
Stannard, vice president in charge of 
agencies, announced. 

Bruce M. Baker has been named gen- 
eral agent at the new Berkeley offices, 
located at 1647 Shattuck Avenue. 

A native of Berkeley, Mr. Baker is 
a veteran of World War II, and gradu- 
ated from the University of California 
at Berkeley in 1947. He took post-gradu- 
ate work in political science at the Coro 
Foundation in San Francisco, and is a 
graduate of the Life Insurance Market- 
ing Institute. He was an agent for Acacia 
Mutual Life before joining Occidental. 

Occidental now has four general agen- 
cies and two branch offices in the San 
Francisco-Oakland-Berkeley area. 
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CONTINENTAL 


ASSURANCE CO. 


CHICAGO, ILLINOIS 


Announces effective July 15, 1952 


Reduction in most non-participating life premiums. 


Reduction in disability waiver of premium rates, both participating 
and non-participating, at most ages. 


No charge for waiver of premium attached to disability income be- 


tween ages 55 to 60. 


Introduction of new participating life plan paid up at age 65. 


Five-year term policy now both renewable and convertible. 


Our pension, group, hospitalization plans available to all who can 


qualify. 


For further information contact any one of 
our general agents listed below: 


DAVID A. CARR AGENCY, INC. 
1780 Broadway 

New York, N. Y. 

JUdson 6-4660 


GRUBER, LYNCH & SLOANE 
111 John Street 

New York, N. Y. 

BEekman 3-4545 


CARL E. HAAS, CLU 
32 Court Street 
Brooklyn, N. Y. 
TRiangle 5-7362 


LEITNER AGENCY, INC. 
384 East 149th Street 
Bronx, New York 
CYprus 2-3100 


W. L. PERRIN & SON, INC. 
75 Maiden Lane 
New York, N. Y. 
HAnover 2-4044. 


SAMUEL D. ROSAN AGENCY, INC. 
76 William Street 

New York, N. Y. 

WHitehall 3-7680 


SMITH-FRASER AGENCY, INC. 
75 Maiden Lane 

New York, N. Y. 

Digby 4-6969 


H. MALCOLM TEARE 
500 Fifth Avenue 
New York, N. Y. 
LOngacre 4-8130 


EASTERN DEPARTMENT 


76 William Street 


New York 5, N. Y. 




















THE EASTERN 
UNDERWRITER 
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cians = hy capone 


Left to right, seated—Alfred Cranwill, manager, basic school; 


August C. Hansch, 


director of agency personnel who headed the Hot Springs meeting committee; 
Edward K. Leuzarder, Jr., agency department manager, and Gordon Hull, director 


of sales services. 


Standing—H. Douglas Palmer, director of field training; Chaun- 


cey A. Brown, director of agency finance. 


Don’t “Kill” Promect, 
Advises Max Matson 


PARTNER INSTEAD 


BUT “KILL” 
Cleveland MDRT Man’s Business Sales 
Tips at Mutual Benefit 


Life Meet 


Matson, Cleveland, often 
agent, uses this 


Max “Matty” 
Mutual Benefit’s leading 
“Never kill the man_ to 
he partner. 


philosophy: 
whom you are talking. Kill t 
Let them feel they will live and get the 
benefit of the business insurance ar- 
rangement.” 

Another suggestion he made was that 
agents should not talk to members of 
the corporation in a group the first 
time, but confer with each one individ- 
ually before he has a meeting of the 
partners. People are 
what may happen. 

Knowing the concern felt in some 
business establishments of having the 


always fearful 


partner's wife in a business relationship 
he often asks: “Would you like 
partnership with your partner’s wife, or, 
the wife's husband?” Matson 


removes the fear of the partner’s wife 


to be in 
second 


in the business by pointing out that if 
there is a buy-and-sell agreement and 
life insurance is in force, the man won't 
be particularly perturbed about the 
business whether or not anything hap- 
pens to this partner. 

When Matson is confronted by the 
statement that the prospect has sons or 
business, 


sons-in-law coming into the 


he recommends a stock purchase agree- 
ment to give the estate an opportunity 
to repurchase the stock at the same 
price they sold it. But he pointed out 


that “in no case should they be allowed 
to purchase over 20% of the stock in 
one year. This gives the family of the 
deceased an opportunity to determine 
whether they want to continue in busi- 
ness, the possibility of successful con- 
tinuance, and the qualifications of the 
son or son-in-law to make the opera- 
tion successful. I am sure you will find 
that if this opportunity is given to the 
family of the deceased, they will seldom 
avail themselves of the repurchase 
clause, but it does weigh in answering 
the objectic mn that they want the busi- 
ness for a son. 


Honor W haan and Robinson 

Honored at Mutual Benefit Life con- 
Virginia Hot Springs this 
Sidney Weil, William T. 


Cincinnati, who received 


vention in 
month were 
Earls agency, 
as the company earnings leader in 1951 
John D. Brundage, di- 


a plaque from 


rector of agencies, and kK. Eugene Rob- 


John W. 


ville, who got a 


inson, Brown agency, Louis- 


plaque as company 


lives leader for the sixth consecutive 


year. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
INDIANAPOLIS OMAHA 














ASSOCIATE GENERAL AGENT 


Wanted on a salary plus basis. Well 
established agency in Newark, N. J. 
Write full particulars to Box 2111, The 


Eastern Underwriter, 93-99 Nassau 





Street, New York 7. 











Max Matly Matson, Cleveland 
Motivator as est-gelter Supreme, 
Gots His Sha are of t ne BI" Market, 


Here Are yor New preapprach 
tools...... 
Hativating-Action-geting, 


Max “Matty” Matson, Cleveland, one of 
principal speakers at meeting, was also 
featured in one of sales services displays. 





Success of New Men 

New organization is the life blood of a 
company and essential to building and 
continued success of all agencies, George 
W. Ormsby said at supervisors’ 
Mutual Benefit Life in Hot 
, Va. this month. He reviewed 
his own supervisory experience in the 
company’s Pittsburgh agency. This re- 
vealed that the five new men who en- 
tered life insurance with the agency last 


meet- 
ing otf 
Springs 





Maiden Lane 





WANTED — LIFE MANAGER TO GO ABROAD 


To operate a branch office or hold responsible management position 
foreign home office. Must have both agency and home office experience. 


Foreign experience desirable 
Age. 30 to 35. Married or single. Salary, open. 
Reply confidentially in own handwriting, giving educational back- 
ground, experience and personal data. 


Box 2106, The Eastern Underwriter 


New York 38, N. Y. 











PO K S INSTITUTE OF 


INSURANCE 
3 locations 


to Choose From 


NEW YORK e¢ BROOKLYN 


132 Nassau St. 55 Hanson Pi. 


QUEENS 


90-53 Sutphin Blvd. (cor. Jamaica Ave.) 


INSURANCE COURSE 


Three Nights a Week Class 
Starts Monday, Sept. 8, for 
Brokers’ Examination on Dec. 18, 1952 


Two Nights a Week Class 
Starts Tuesday, Sept. 9, for 
Brokers’ Examination on Mar. 19, 1953 


NOTARY Pustic COURSE 


(Held in New York and Queens only) 
Starts Thursday, Sept. 4 
for Examination on Sept. 23 
AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Approved by N. Y. State Dept. of 
Education and Department of Insurance 


Write, phone or call for Booklet 


INSTITUTE OF 
OHS INSURANCE 
132 York 38, NY 

Tel. COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 





year produced 25% of its volume and 
31% of its lives. The old organization 
created only 33% of the volume and 
30% of the lives. 

Discussing some of the qualities to 
look for in new men he remarked that 
the P ittsburgh agency is most interested 
in men from 25-30 because they are 
easier to finance and have not yet cre- 
ated any inhibitions concerning personal 
security. 


John 5. Thompson Talk 


(Continued from Page 4) 


satisfactions therefrom if they are 
merited; and (2) our freedom to spend 
a reasonably generous share of our in- 
come as we desire instead of having it 
taken from us and spent in a way which 
may not be the most suitable for us and 
which deprives us of incentive. 

“If the aspirations of free men are 
thus freely expressed, life insurance can 
qualify as both a cause and a result. 
As a cause, it is the basis of organized 
savings and, in turn, if sound economic 
growth and increased potential for pro- 
duction. It is also a result because it 
brings to its supporters real protection, 
abundant self-reliance and peace of 
mind. We are fortunate, indeed, in these 
confused and confusing times, to be en- 
gaged in such a business.” 
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The 40th annual three-day meeting 
of the American Life Convention Medi- 
cal section was held recently at The 
Homestead, Hot Springs, Va. The meet- 
ing was opened by Dr. B. F. Byrd, medi- 
cal director, National Life and Accident, 
Nashville. Dr. Byrd introduced Eldon 
Stevenson, Jr., executive vice president 
of National Life and Accident, who paid 
tribute to the medical fraternity, say- 
ing that doctors have every right to be 
proud of the profession. He continued, 


most rapidly growing of all insurance 
ALC M di l S ° I i Id 0 h lines,” he added, “premiums increasing WANTED—LIFE ACTUARY 
eqaica ection Oo s t 27% in 1951. The use of new drugs and A leading life insurance company lo- 
medical and surgical procedures is cated in Mexico City is seeking the 
; - changing morbidity so rapidly that the services of a Chief Actuary offering a 
nnual eetin at ot rings role of the medical director in rate generous salary and senior officer 
g p g making and underwriting assumes un- status. Prefer Fellow or Associate of 
usual importance. . : the Society of Actuaries of the U.S.A., 
The causes of the pulmonary disease are Mr. Pauley also said that the medical or the Canadian Association of Actu- 
manifold, but emphysema, either in the director should have a larger role in aries or the Institute of Actuaries of 
primary or secondary form, appears to the nine trade organizations which make Great Britain. Excellent living condi- 
be the common denominator. It is ap- un the Health Insurance Council. The tions and extremely low income taxes 
parently more common in men whose Council has set up hospital admission Kindly furnish complete work experience 
country of origin is in southeastern plans and state medical society surgical record and personal data and photo- 
Europe. The diagnosis is based on both plans, and is establishing better public graph. 
clinical and radiological findings, the relations, especially with hospital ad- Box 2110, The Eastern Underwriter 
latter being manifested by enlargement Ministrators and physicians. 93-99 Nassau Street, New York 7, N. Y. 
of the outflow tract of the right ven- “Hospital and medical costs have been ; 


sneaking on the improvement in mortal- 
ity which he credited chiefly to the 
medical profession and especially to the 
medical directors. 


About 300 in Attendance 


The meeting was attended by nearly 
300 ALC Medical section members and 
guests. Among those present were Fra- 
zar B. Wilde, president of American 
Life Convention and president of Con- 
necticut General Life, Hartford; and 
Ralph Kastner, associate general coun- 
sel of the convention. 

President Wilde officially greeted the 
members and their guests on behalf of 
the American Life Convention. Mr. 
Kastner also added his greetings and 
complimented the section on the excel- 
lent work it has performed and the 
valuable papers it has contributed to 
medical literature over the past 40 years. 
He also praised the section for its con- 
tinuing stand against encroachment of 
the Federal Government with respect 
to the insurance and medical fields. 

Dr. J. C. Talbot, assistant medical di- 
rector, Pacific Mutual Life, Los An- 
geles, brought official greetings from the 
Association of Life Insurance Medical 
Directors of America. He spoke for Dr. 
L. H. Lee, president of the association, 
also medical director of Pacific Mutual, 
who was absent because of illness in 
his immediate family. Dr. Talbot read 
Dr. Lee’s greetings from the association 
to the ALC Medical section. 


David S. Garner, Chairman 


Dr. David S. Garner, medical director, 
Shenandoah Life, Roanoke, Va., was 
elected chairman of the Medical section, 
succeeding Dr. Byrd. Dr. Garner has 
served as vice chairman of the Medical 
Section for the past year. In 1949-50 he 
served as program chairman. His term of 
office as chairman is one vear. Dr. Garner 
joined Shenandoah Life as assistant 
medical director in 1939, succeeding Dr. 
/. H. Dunkley and was promoted to 
medical director in 1940. 

Other officers elected were Karl W. 
Anderson, M.D., second vice president 
and medical director, Northwestern Na- 
tional Life, Minneapolis, vice chairman; 
member board of managers, James P. 
Donelan, M.D., vice president and medi- 
cal director, Guarantee Mutual Life, 
Omaha; and program chairman, Dr. 
Norman B. Cole, secretary and medical 
director, Baltimore Life, Baltimore. Dr. 
J. R. B. Hutchinson, vice president and 
medical director of the Acacia Mutual 
Life, Washington, D. C., was reelected 
as secretary. 


Dr. Keith Gordon’s Paper 


J. Keith Gordon, M.D.C.M., F.R.C.P. 
(C), medical director of Sun Life of 
Canada, Montreal, presented a _ paper 
titled “A Commentary on Cor Pul- 
monale.” He said that “Cor Pulmonale, 
or pulmonary heart disease, may be a 
more common cause of death than we 
are led to believe, since many of the 
deaths are undoubtedly reported as be- 
ing due to the underlying pulmonary 
disease. It is characterized by right 
ventricular hypertrophy, which proceeds 
to failure. The hypertrophy is the re- 
sult of diffuse disease of the lungs of 
a sufficient degree to produce hyper- 
tension in the pulmonary circulation. 

















tricle. Of particular interest are the increasing for several years,” he con- 
cases which appear in kyphoscoliotics tinued. “While inflation is a factor, the ment that the medic al director can exert 
and those who have been submitted to unnecessary use of hospitals and their great influence in this public relations 


PO acre Lobectomy is a hypo- facilities are in large measure respon- — program. 
thetical cause. sible for the increased cost of hospita i 
r ‘ , insurance. These costs are er rel * I Dr. Edson E. Getinan Talk 
Medical Director’s Role Important b ; gery un : 3 
der the control of the local physician. The problem of attending physicians’ 
The role of the medical director is ex- Likewise, if the local physician adds his statements is a major factor in medical 
ceedingly important with his own com- usual fee to amount provided by insur- underwriting, Edson E. Getman, M.D., 


pany, if it is writing accident and health ance, he will destroy the motive for medical director of New York Life said. 
insurance, and in any event as a matter buying insurance. People want to pay Dr. Getman’s paper was titled “At- 


of public relations, peti with the their medical and hospital bills by pur- tending Physicians’ Statements.” 
medical profession, >. O. Pauley, manag- chasing insurance, and if the incentive “It is not surprising then,” he added, 
ing director of the Tie: alth and Accident to do so is destroyed, they will turn to “that attempts have been made and are 
Underwriters Conference, said. government insurance.” being made to reduce the number of 
“Accident and health insurance is the The speaker concluded with the state- (Continued on Page 16) 
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No other association or institution has 
done more to advance the professional 
approach to life insurance selling than the 
CLU movement. 


The Prudential congratulates the American 
College of Life Underwriters on its silver 
anniversary. 
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Charles R. Gibbs, Los Angeles, gets some expert advice on a pension trust case 
from Paul W. Cook (center), Chicago general agent, and Henry A. Humphrey, 


Wichita. 


The scene took place in the “Yourtown, USA,” agency. 





Pille Discusses Use of 
The Word “Professional” 


During his talk to Mutual Benefit field 
organization in Virginia Hot Springs, 
Richard E. Pille, vice president, told his 
not to be 


ashamed of being 


Men will not buy 


audience 
called “salesman.” 
insurance without the successful urging 
to do so of the agent. Discussing the 
attitude of agents wanting to be called 
“professional men,” he said: 

“It is good to remember that the so- 
called professions took many years to 
develop and most professions have had 
periods of unsavory reputation. Progress 
has been slow and halting.” 

Since a profession is defined as “one 
of the more learned callings or occupa- 
tions” and each of the five acknowl- 
edged professions implied a special body 
of knowledge and emphasis on service, 
he reminded his listeners that “Each 
time we develop our body of knowledge 
and each time we practice the service 
concept, we move one step nearer public 
acceptance of our business as a_ pro- 
fession. The public acceptance of us 
as a profession remains a secondary ob- 
jective for us. It really doesn’t matter 
as long as we ourselves realize our pro- 
fessional service. It would be criminal 
to secure full public acceptance of us 
as a profession if thereby we lost our 
prerogatives as salesmen. I say to you, 
you are unique as members of a special 
profession with sales privileges.” 


John Brundage, director of agencies, 
presents award to Bob Lauer of Cin- 
cinnati, who topped all second-year men 
in earnings and volume. Mrs. Bob Lauer 
and President Thompson look on. 


Talks of Convention Values 
In his talk before Mutual Benefit Life 
convention in Virginia Hot Springs this 
month Robert C-. Hartford 
agent and trustee of NALU, said: 
“The benefit of a 
convention lies in gaining a broadened 


Gilmore, 


greatest national 


perspective to meet today’s confusion. 
If you take home one sales idea, you are 
rich. If you take home no sales ideas 
but do have a broadened perspective you 
are wealthy.” 


L. A. PEACOCK PROMOTED 
Lucian A. Peacock, assistant mana- 
ger, Prudential, Raleigh, N. C., has been 
appointed manager of the agency. He 
joined the company in 1942. 


New York 38. 





Standard L.&A. of Oklahoma 
Now in New Home Office 


The Standard Life & Accident of 
Oklahoma City has moved into its new 
home office at 421 Northwest 13th Street 
in that This pur- 
chased several months ago, and the in- 
terior has been remodeled to fit the re- 


city. mansion was 


quirements of a business institution. 

Standard Life & Accident 
entered the hospitalization insurance 
field in Oklahoma in 1929. It was the 
first company to sell hospitalization in- 
Oklahoma. 


field was 


Insurance 


Entry into the 
1948. 
Originally the company operated only 
in Oklahoma. A network of 300 brokers 
and agents now serve not only Okla- 
homa, but also Texas, Arkansas, New 
Mexico, Louisiana and Arizona. Leonard 
H. Savage is president of the company. 
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life insurance made in 
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ASSISTANT ACTUARY 


QUESTION: Are you the able, realistic type of person that is looking 
for a position in the group actuarial field with a substantial, progressive 
company in the mid-west — one of the large group writing companies? 
If you have completed at least five of your actuarial examinations and 
have had some experience (not essential) in the Group Annuity Field, 


please get in touch with us. The position is assistant to the Group 
Actuary with a salary commensurate with experience and qualifications. 


It offers a very bright future. All inquiries confidential. Please give full 
particulars as to experience, training, education, and personal qualities. 


Send your reply to Box 2108, The Eastern Underwriter, 41 Maiden Lane, 





Slichter and Burlingame 
New Trustees, N. W. Mutual 


As new trustees of Northwestern Mu- 
tual Life the company’s policyholders 
have named Leroy J. Burlingame, promi- 
nent Milwaukee lawyer, and Donald C. 
Slichter, vice president of Northwestern 
Mutual. 

Mr. Slichter holds a degree in chemical 
engineering from University of Wiscon- 
sin and after his graduation in 1922 he 
went with Lake Superior District Power 
Co., Ashland, Wis., until 1925 when he 
became a partner in a firm of consulting 
engineers of Madison, Wis., and 
Toronto, Later, he became associated 
with Thomas E. Brittingham, Jr., Madi- 
son, in management of private invest- 
ment funds. He entered bond department 
of Northwestern Mutual home office in 
1934, later that year being appointed 
director of public utility bond research. 
Upon retirement of Frederick W. Walk- 
er in 1949 he was elected vice president 
in charge of bond investments. Son of 
the late Charles Sumner Slichter, dean 
emeritus, University of Wisconsin Gradu- 
ate School he is a trustee of Wisconsin 
Alumni Research Foundation, Milwaukee 
Downer College and of Lawrence College 
and is a director of Lake Superior Dis- 
trict Power Co. and Pelton Steel Casting 
Co, 

Mr. Burlingame, a graduate of Uni- 
versity of Wisconsin and of its Law 
School, was chairman of the Northwest- 
ern Mutual’s examining committee of 
policyholders in 1951. He is a director in 
numerous manufacturing companies and 
was a Rhodes scholar. 


Four Regional Supervisors 


Appointed by Prudential 
Appointment of four regional super- 
visors to fill vacancies in its Rochester, 


Reading re- 
announced by 


Chicago, Milwaukee and 
gional offices, has been 
The Prudential. 

The respective appointees are: Ed- 
ward N. Redder, Ignatius A. Stupak, 
William H. Schilke and Lewis Takas. 
Each of the men assumes his new as- 
signment after a year or more as a 
training consultant in the field training 
division. They all were brought into 
the home office after making outstand- 
ing records as agents and staff managers 
in field offices. 

Mr. Redder joined Prudential as an 
agent at Auburn, N. Y., in 1946. He was 
advanced to a staff managership in 1948 
and joined the training division in 1950. 

From 1940 to 1949, Mr. Stupak was a 
district agent in Chicago. He was ap- 
pointed staff manager in 1949 and joined 
the training division in 1951, 

Mr. Schilke started as an agent in 
Milwaukee in 1939, was appointed a staff 
manager in 1944 and assigned to the 
training division in 1950. 

The fifteen-year service record Mr. 
Takas has rolled up, started in 1937 
when he became an agent at Bethlehem. 
He was promoted to staff manager in 
1947 and became a member of the train- 
ing division in 1951. 
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Reorganizing Claim 
Dept. N.W. Mutual 


MERGER WITH OTHER DIVISIONS 


Joseph T. Gallagher, Superintendent of 
Claims, Retires July 31; Boyer and 
Peters Become Officers 


Joseph T. Gallagher, superintendent of 
claims for Northwestern Mutual Life 
since 1932, will retire July 31 under the 
company’s employe security plan. There 
will be no successor to his title, inas- 
much as the claim department will be 
reorganized, effective August 1, as part 
of the secretarial department. This move 





JOSEPH T. 


GALLAGHER 


will combine in one department the di- 
visions charged with setting up policy 
settlement, policy title and pension trust 
records and the divisions charged with 
carrying out those directions. . 
3over and R. L. Peters, assistant super- 
intendents of claims, will become as- 
sistant secretaries. 

A graduate of the University of Wis- 
consin law school, Mr. Gallagher was 
appointed assistant superintendent of 
claims of the Northwestern Mutual Life 
in 1916. Since that time the claim de- 
partment has settled more than 406,000 
policies, death claims and endowments. 
The total face amount has been in 
excess of 1% billion dollars. There are 
now more than 80 employes in the de- 
partment, five times as many as in 1916, 

Career of Joe Gallagher 

Mr. Gallagher was born in Ripon, 
Wis., and attended grammar and _ high 
schools in Racine, Wis. Prior to his as- 
sociation with the Northwestern Mutual 
he was secretary of Racine Board of 
Education, as a reporter for the Wiscon- 
sin Tax Commission and, while at the 
University of Wisconsin, as secretary to 
Chief Justice Winslow of the Wisconsin 
Supreme Court. 

Mr. Gallagher has addressed insurance 
audiences throughout the country. He 
is a member of the Milwaukee, Wiscon- 
sin and American Bar Associations, Phi 
Gamma Delta, Phi Delta Phi legal fra- 
ternity, the University of Wisconsin 
Haresfoot Club, the Serra Club and of 
the Milwaukee Community Welfare 
Council. He has served as a director and 
as president of the Milwaukee Central 
Council of Social Agencies. Now resid- 
ing in Whitefish Bay, he served four 
years as a village trustee of the Mil- 
waukee residential suburb. 


Ask for More TV Channels 


The Jefferson Standard Life, Lamar 
Life and Standard Life have made ap- 
Plications to Federal Communications 
Commission in 


connection with con- 
Structing and operating television sta- 
tions. Jefferson Standard, which oper- 


ates WST, a station in Charlotte, N. C., 
asks for a channel in Greensboro, N. C. 
Lamar and Standard ask for a channel 
assigned by FCC to Jackson, Miss. 





Bankers National Names 
Hershey-Leavitt for A. & H. 


William J. Sieger, vice president and 
superintendent of agencies of Bankers 
National Life, Montclair, N. J., has 
announced the appointment of Hershey- 
Leavitt Associates of Cleveland, Ohio, 
for the sale of accident and health cov- 
erage in Cleveland and vicinity. 

The MHershey-Leavitt company has 
become one of Clevel: ind’s outstanding 
insurance agencies during the years 
since 1946 when Sol Leavitt and Alvin 
A. Hershey joined forces. 

Mr. Leavitt brought with him into 
the organization an extensive back- 
ground of life and casualty experience 
acquired through years of operation 
under the trade name of the E. S. L. 
Agency. 

Mr. Hershey is a well known life 
insurance producer in Cleveland whose 
experience goes back many years prior 
to his present association. 

The Hershey-Leavitt Associates has 
enjoyed a steady growth under the 
direction of this well-balanced partner- 
ship and now employs approximately 
20 solicitors in addition to their office 
complement. 

The addition of an 
health department to their present 
facilities is the realization of another 
step in the long-range program of prog- 
ress charted by this agency. 

Bankers National Life offers a com- 
plete line of accident, sickness and hos- 
pital expense contracts as well as the 
new “All-in-One” security plan which 
combines accident and sickness benefits, 
a retirement program and life insurance 


accident and 


H. H. Winn to Houston 


Harlan H. Winn, well known in insur- 
ance circles in the Southwest, has been 
named general agent for Pacific Mutual 
Life at Houston. 

Until recently, Mr. Winn was assistant 
superintendent of agencies in charge of 
South and Southwest areas for the 
Travelers, Hartford, resigning that post 
to return to live and work in his home 
state, Texas. He was born and educated 
in Dallas, and commenced his insurance 
career there in 1929. 


Currently at Pacific Mutual’s home 
office in Los Angeles, conterring with 
administrative officials on Pacific Mutual 


recruiting and training processes, Mr. 
Winn is mapping an extensive agency 
building program to be launched on his 
return to Houston. 


Increases ‘Slaiaieas Amount 
Of Retirement Annuity 


Pacific Mutual Life has increased the 
maximum amount of retirement annuity 
it will write. According to Oscar Swen- 
son, actuary, the company will now is- 
sue retirement annuities up to. the 
amount which an annual premium of 
$3,000 will purchase. 


George Vohs Appointed 


Continental Assurance has announced 
that effective July 15, George Vohs will 
take over his new duties as cashier, east- 
ern department. Mr. Vohs has had offi- 
cial responsibilities in the Chicago home 
office. 
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a better life to live! 


When you are outside the city, here are five simple rules 


recommended by leading authorities for protection of 


our beautiful fields and forests 


Break your match . . . every time. 


Crush your cigarette ... every time. 


Drown your campfire . . . every time. 


Don’t throw cigarettes from cars. 


” 


If you burn brush, check beforehand 
with your local ranger or fire warden. 


These 5 rules help to make U. 
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a Better Life to Live. 
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Agents and brokers will find the United States Life portfolio of 
Group Insurance plans most complete. 


You may count upon the fullest cooperation from United States 


Life specialists 


. experienced in every aspect of insurance 


service which will help the agent and the broker. 





United States Life 


INSURANCE COMPANY 


IN THE CITY of NEW YORK 
84 WILLIAM ST., 


NEW YORK 33, N.Y. 





Reports Record June 

The largest June in Equitable Life 
of lowa’s 86-year history was reported 
by Ray E. Fuller, agency vice president 
The $9,810,197 of new paid-for produc- 
tion was $2,201,718, or 28.9% over the 
same month of 1951. June’s production 
resulted in a paid-for total of $57,876,- 
558 since the first of the year, and 
brought the company’s 1n-force total at 
the end of June, 1952, to $1,192,773,826. 
Leading in the record June production 
month was the \. Smart agency in 
Detroit, Mich., with $459,821 of paid-for 
business. 
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statements requested and to shorten the 
The rea- 


time it takes to obtain them. 

sons for requests for attending physi- 
cians’ statements fall into two large 
groups—those that are obligatory and 
those that are optional. In the obliga- 
tory group the rules require statements 
based on age and amount where the 


applicant has told the examiner that he 
checkup or health 
clinic or 


has had a routine 
examination from a physician, 
In a few instances, certain im- 
pairments, such as tumors, 
this group. The optional group contains 
those cases in which the applicant has 
admitted consulting a physician for some 
condition which requires clari- 
fication or verification from the attend- 
ing physician.” 

Dr. Getman then presented in some 
detail the findings and statistics of vari- 
ous studies and analyses made of state- 
attending physicians. He 
showed the studies applied geographi- 
cally, to amount of insurance, age group, 
etc., and ultimately to the underwriting 
action. According to Dr. Getman, one 
aspect of attending physicians’ reports 
which has not been stressed previously 
was brought out in an analysis of “state- 
ments for cause.” He said that there 
are many borderline and doubtful cases 
which could be rated in the beginning 
on the information at hand, but the 
tendency often is to act conservatively 
because of the feeling that complete in- 
formation has not beer received. 

“In these borderline cases,” he pointed 
“a report from the attending physi- 


hospital. 
may be in 


definite 


ments by 


out, 
cian, confirming the fact that we have 
the whole picture or sufficiently amplify- 


justifies more fa- 


ing the picture, often 
k sub- 


vorable action. Thus the originally 
standard case may become standard and 
the declined substandard and in some 
cases even standard. This happens more 
frequently than we had previously real- 
ized. 

“Insurance companies cannot make in- 
surance available to the general public 
at premiums the average citizen can af- 
ford to pay without the cooperation of 
the physicians of the country,” Dr. Get- 
man concluded. “That cooperation means 
furnishing reports to insurance compa- 
nies—distasteful though paper work may 
be—when requested by patients and fur- 
thermore as a reasonable fee. It seems 
clear that an educational campaign is in 


order. This campaign should stress the 
advantages of voluntary cooperation 
with private enterprise, not only in the 


interests of citizens desiring physicians’ 
reports for life, accident and sickness 
and hospital expense purposes, but also 
in the interests of the medical profes- 
sion itself. That this is becoming evi- 
dent to alert and progressive physicians 
is shown by a number of recent articles 
in medical literature. Those of us who 
stand as intermediaries between the pro- 
fession, of which we are members, and 
the insurance industry, with which we 
are connected, should do all in our 
power to bring about a thorough under- 
standing of the problem by both sides 
and closer cooperation for the greatest 
good for the greatest number of our 
fellow citizens.” 
Evaluating Examiners 

that we are doing 
a reasonably intelligent job of medical 
selection—and moreover, this field of en- 
deavor is subject to fairly definite prin- 
ciples and controls which result in meas- 
urable statistical evidence of the quality 
of our selection, that is, our mortality 
experience, Jack A. End, M.D., assistant 
medical director of Northwestern Mu- 
tual Life, said in his talk on “A System 
for Evaluating Examiners.” 

Sut,” he added, “what about that 
very important phase of our work— 
upon which medical selection is so de- 
pendent—the careful, selection and con- 


Most of us feel 


ALC Medical Section Meeting 


(Continued from Page 13) 


examiners. I believe it is 
sometimes slipshod, 
is the biggest com- 
medical depart- 


trol of our 
agreed that careless 
work by examiners 
plaint of home office 
ments.” 


Dr. End 


’ 






then gave the objectives of 
his company’s evaluation system as: 
(a) to determine the quality of work 
submitted by the examiners; and (b) by 
means of personal letters, attempting to 
develop more interest among the ex- 
aminers, correct undesirable practices 
where indicated, and in general develop 
an esprit de corps. 

The speaker continued, 
Northwestern Mutual first runs an 
evaluation check on its examiners and 
then sends a very carefully thought out 
letter to the individual examiner. He 
pointed out the necessity for consider- 
able time being spent on the letters 
since they naturally must contain con- 
structive criticism. That the letters are 
well received was attested to by Dr. 
End, and he also read numerous favor- 
able replies from the examiners. 

In speaking of visits to the examiners 
from home office medical personnel, Dr. 
End expressed his doubts as to the effec- 


detailing how 


tiveness of this method, saying that 
ma . we know how frequently our 
fingers are burned when we allow the 


personal equation to play too impor- 
tant a part in our risk selection. In 
risk selection and examiner work, it is 
imperative that we be objective and ee 
our decisions on facts.” He then pre- 
sented complete figures on the results 
and present status of Northwestern Mu- 
tual’s system of examiner evaluation. 
“T would like to reiterate,’ Dr. End 
said in closing, “that we believe an 
evaluation system for examiners is a 
very valuable adjunct to our over-all 
selection setup, since it is for all prac- 
tical purposes the only aspect of our 
work in which we are not directly in- 
volved, and thus cannot control too well. 
Any improvement we can bring about 
in the work of our examiners will be re- 
flected in our risk selection and our 
mortality experience.” 


Dr. Byrd’s Paper 


study of our population brings 
to mind the increas- 
ing number of persons in the latter 
decade of life, Dr. Byrd said in his 
talk on “The Effect of Surgery on Life 
Realization of Advanced Age Groups.” 

“The changing picture of the hospital 
population follows the increasing mean 
age of the general public,” he continued. 

“The results of surgery in older people 
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Typical Bankers/ifemen are keen enough observers to find 
lessons for themselves wherever they are ... although the 
carnival visit pictured here is not routine practice. 


Seriously, Bankers/ifemen are truly keen observers in 
looking for and finding ways to serve their clients better. 
They have the training to know how to look for most effec- 
tive measures ... and the policy forms to help them work 


them out. 


Training and study are on a continuing basis for 


typical Bankers/ifemen ... keeping them thoroughly up-to- 


date. 


Their ability to see the ways to serve clients most 
effectively contributes to making Bankers/ifemen the kind 
of life underwriters you like to know as friends, fellow 


workers or competitors. 
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have been most satisfactory during re- 
cent years and have helped to add com- 
fortable and economically valuable years 
of life to persons past their sixth dec- 
ade.” 

Dr. Byrd concluded that “the role of 
such surgery is outlined and _ statistics 
given which illustrate the fact that life 
realization after surgery for nonmalig- 
nant disease is better than the life ex- 
pectancy of the patient groups coming 
to operation.” 

Dr. Byrd also included a_ series of 
illustrative cases from the Surgical Serv- 
ices of Vanderbilt University Hospital. 


Nutrition, Aging and Longevity 


John B. Youmans, M.D., dean, Van- 
derbilt Medical School, Nashville, speak- 
ing on “Nutrition, Aging and Longevity” 
discussed the basic relationships under 
nutrition and longevity, nutritionally de- 
layed maturation and growth, nutrition 
and prematurity, the factor of absorp- 
tion in relation of age, storage of nu- 
trients, forced and imbalance nutrition, 
maintenance of function and certain 
clinical aspects of such relationships. 

Cancer of the Lung 

Cancer of the lung presents a unique 
and challenging: problem because it is 
common cancer; it has an early and 
localized phase ‘wide can be detected 
by a simple and inexpensive screening 
process; and there are better prospects 
for cure than in any other internal can- 
cer, Richard H. Overholt, M.D.,_ pro- 
fessor of clinical surgery, Tufts College 
Medical School, Boston, said at the Hot 
Springs meeting. 


“The lung as a site for cancer de- 
velopment is the only site which is 
showing an absolute increase in fre- 
quency,” Dr. Overholt continued. “In 


fact, cancer of the lung now causes 
about 20% of all cancer deaths in men, 
whereas in 1900 the percentage was but 
a fraction of 1%. It is running a close 
second to cancer of the stomach as a 
cause of cancer deaths in men. 

The speaker pointed out that cancer 
of the lung is the most detectable of all 
forms of cancer since the air-filled lung 
is the least dense of any organ of the 
body and tumors, which are solid ob- 
jects, create abnormal x-ray shadows 
which show up in great contrast to the 
normal lung shadow. Dr. Overholt also 
said that cancer detection is becoming a 
“by-product” of the campaign in_ this 
country to find tuberculosis by the proc- 
ess of annually screening the chests of 
millions of individuals. 


Prospects for Cure 


Prospects for cure are good, Dr. Over- 
holt stated. He said that “In silent can- 
cer, cure is possible in the majority of 
cases. Most patients with symptoms due 
to cancer of the lung are found to have 
an extension of the growth beyond the 
lung. About two-thirds of all patients 
with symptoms can be helped, but cure 
is possible in less than one-third of the 
total. 

Dr. Overholt said that lung cancer 
presents a challenge to all doctors be- 
cause it is common, and it is the most 
detectable of all internal cancers and, 
therefore, the most curable. “The 
prompt use of our present methods of 
detection and treatment holds great 
promise in the future for all potential 
sufferers of cancer of the lung,” he said. 


Canada Life Leader 


In June the New York City branch 
office of Canada Life broke all produc- 
tion records in the company. For the 
second time within the year, this branch 
led all 71 world-wide offices. The paid- 
for volume in June, of approximately 
$2.000,000, breaks all records in recent 
company history. Business for the first 
six months shows an increase of well 
over 100% of the 1951 figures. 

This branch now has nine full time 
agents, including two members of the 
1952 Million Dollar Round Table and a 
life and qualifying member of the 
Women’s Quarter Million Dollar Round 
Table. The office specializes in est: ite 
analysis, and none of the business in 


June included Group insurance or pen- 
sion trust cases. 
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a unique 


use it is 
arly and 
detected HE CAREER underwriter is fortunate in 
peal een, having at his command a variety of facilities 
Da pro- for education and self improvement. 

the Hot Foremost among these is the program of the 
neer de American College of Life Underwriters. 

, c -j 

in fre- ‘ 
ne The underwriter who has prepared himself 
jin men, thoroughly, passed the required examinations, 
za close and received the designation of CHARTERED 
alee LIFE UNDERWRITER, is equipped to 
ble of all render professional service. He merits a 
n of the place of importance and dignity in his 

shadows community. 
st to the 
holt. also 
canta Home Life congratulates the American College 
ae se of Life Underwriters on its twenty-fifth 
anniversary and on the magnificent work it is 

ee doing to foster the training of professional 
lent can- ff life underwriters. 
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hz 9 717 . . . * 
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Mutual 


Benefit CLU Association 


Left to right—John W. Brown, general agent, Louisville, regional vice president; 








ire 






Thomas B. McGlinn, Miami, regional vice president; Marvin V. Henkel, Newark, 
regional vice president; Mildred F. Stone, director of Policyowner Services, secre- 


tary; John A. Erskine, general agent, 


Pittsburgh, president; 


Lorraine Sinton, 


Chicago-Cook agency, who spoke to the group; Robert M. Settle, Los Angeles, 
regional vice president. 


Dr. Ray E. King Resigns 
Dr. Kay E 
military leave from Bankers Life, Des 


King, who has been on 


Moines, has resigned as assistant medical 


director the company. He plans to 


enter specialized practice ol plastic 


surgery when his Army tour of duty is 
completed. 

The company expects to replace Dr. 
King and will announce the successor as 
soon as he is chosen. 
after two years of post-graduate work 
at the University of Nebraska college of 
medicine ‘tive with the company 


] ime to give a course ot 





he was 
lectures ology tor the resident 
staff of the Veterans Administration 
Hospital in Des Moines. 

He was called into service in Decem 


+ 


ber, 1950. His first duty was at the 


Hospital. He 







Sa VA 
W ip Polk at Leesburg, 
Li ana, Kebruary until May, 
1951, when he was sent to the Tokyo 
\rmy Hospital 

Dr. King was mentioned with praise 
by two veterans in a film taken at the 


| ‘tal and cl Kate Smith’s tele- 
hospital and shown on Wate Smith s tele 


vision program recently 






Reports Record Volume 


Phoenix Mutual Life, Hartford, re 
ported in June the largest volume of 
issued business of any month in its entire 


history. The total of $15,191,000 marked a 
over June, 1951, and ex- 
lylicl ] 


Dishned 


gain of 55% 
previous record, esta 
over $700,000 

company has shown 
this year and at the 
period was 28% 


ceeded the 
in June, 1937 by 

Business of the 
a gain every mont] 
end of the six month 


head of 1951 


COLUMBUS ASS’N OFFICERS 

Robert H. Wessels, manager of 
Metropolitan Life, has been elected 
president of the Columbus Life Under- 
writers Association. Richard Gross is 
vice president; S. S. Loyer, Bankers 
Life of Iowa, secretary and Fred Ex- 
line, Connecticut General Life, treasurer. 
Emmett W. Milholland, Ohio National 
Life, is the new national committeeman 
and Cliff Wharff, New England Mutual 
Life is Ohio committeeman. 


Colonial Life Manager 

Harry W. Rice, formerly manager of 
the Syracuse, New York, branch of Co- 
lonial Life, has been appointed manager 
of the Trenton, New Jersey, office. 

Mr. Rice joined Colonial in March, 
1936, as an agent in the Norristown, P2., 
branch. In 1944, he was inducted into 
the armed forces, serving with the Army 
in the European Theater, where he re- 
ceived the Purple Heart. After receiv- 
ing his discharge in January, 1946, he 
returned to the Colonial as an agent in 
West Chester, Pa. He advanced to a 
field managership there the following 
vear, and was appointed manager of the 
Syracuse branch in 1949. 

\ charter member of the Quarter 
Million Dollar Club of Pennsylvania, and 

past president of the company’s Clic 
Club, the honor club for field) mana- 
gers, Mr. Rice is active in the affairs 
Association 


of the Life Underwriters 


and the Syracuse Lions Club. 
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1952-53 Agent’s Advisory Committee 






Left to right—William E. Wright, Toledo; Robert C. Gilmore, Jr., Hartford, na- 

tional trustee of NALU; Edward C. Nufer, Albany; Chairman Harold M. Covert, 

Jr., Philadelphia; Alfred H. Gardner, Indianapolis; John Howard Hanway, CLU, 

New York-Youngman; Charles J. King, CLU, Kansas City. They are pictured with 
the plaques they received at the Mutual Benefit meeting. 





New Home Office in Dallas 

Universal Life & Accident of Dallas 
has purchased the Norman Building for 
a new home office building, Harry Brod- 
nax, president announced. The 183 by &0- 
foot building of white brick and Roman 
stone has three stories and a large pent- 
house. 

Mr. Brodnax said the name of the 
building will be changed to Universal 
Life Building. His company will move 
from its present quarters in Dallas as 
soon as the lease expires. The purchase 
of a modern air conditioned building for 
the home office marks the 25th anni- 
versary of the founding of the company 
which today has over $75,000,000 of life 
insurance in force and assets of over 
$8,000,000. 
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with Pacific Mutual’s complete personal protection plans. 
One reason—every policy owner can use more ACCIDENT 


& SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business through General Agencies 
in 40 states and the District of Columbia 











Colonial Life Appoints 
A. W. Bandel at Syracuse 


Arthur W. Bandel has been appointed 
York, 


branch of Colonial Life. He was for- 


manager of the Syracuse, New 


merly a field manager in the Paterson, 
New Jersey, office. 

Mr. Bandel became associated with 
Colonial in July, 1938, when he joined 
the Jersey City branch as an agent. 
He was subsequently promoted to a field 
managership and was later transferred 
to the Newark branch and then to the 
Paterson office in the same capacity. 

A member and past vice president of the 
Clic Club, the group that honors the 
company’s top fifteen field managers, 
Mr. Bandel replaces Manager Harry W. 
Rice, who has been promoted to the 
managership of the Trenton, New Jer- 
sey, branch. 


Life of Ga. Names Four 

Life Insurance Co. of Georgia has 
named four men to new positions in 
the company’s agency organization. 

C. C. Evans has been brought into 
the home office as manager of a new 
agency inspection department. He was 
manager of Life of Georgia’s Knoxville, 
Tenn., division prior to the promotion. 
Charles C. Hewett, who for the past six 
years has headed company operations 
in the Roanoke, Va., division, will re- 
place Mr. Evans in the eastern Ten- 
nessee area. 

E. E. Capps, who has managed the 
Richmond, Va., division since january, 
1951, will supervise company activities 
throughout Virginia. Charles L. Ear- 
wood, Jr., has been named manager of 
Life of Georgia’s Gadsden, Ala., district. 
Before his promotion, he was a member 
of the company’s home office training 


staff. 
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Bankers Life of Nebraska 
To Enter the A. & H. Field 


The Bankers Life of Nebraska has de- 
cided to enter the A. & H. field, it was 
announced by H. S. Wilson, president, 
at the company’s recent convention in 
Estes Park, Colo. In advising leading 
agents of the Bankers Life of this de- 
cision Mr. Wilson said: 

“We're entering the A. & H. field be- 
cause we believe that in order to give 
the best possible service to our_policy- 
holders we should be in a position to 
offer them protection against the ‘third 
hazard.’ Life insurance, to the informed 
buyer and the conscientious seller, has 
by itself protected against two very im- 
portant hazards of life. First, the haz- 
ard of living too long; second, the haz- 
ard of dying too soon. But there is a 
third hazard, the hazard of loss of earn- 
ing power, temporarily or permanently, 
from an accident or serious illness. 
Right along with that is the hazard of 
heavy hospital expenses due to an acci- 
dent or illness which may financially 
handicap a family for many years. It is 
this third hazard that we desire to help 
protect against.” 

President Wilson said that no definite 
date has been set for the company’s A. 
& H. entry, and indicated that much 
planning and preparation would be re- 
quired before the Bankers Life would 
be in a position to issue its first policies. 

kt. S. Wescott, sales promotion di- 
rector of the company, has been named 
director of sales for A. & H., which an- 
nouncement was made at Estes Park by 
*. H. Heyl, agency vice president. Mr. 
Wescott, who joined Bankers Life in 
1937, held the post of advertising mana- 
ger prior to his promotion to agency 
assistant and director of sales promotion. 








State Mutual Life Sets 
New Production Record 


Ordinary production, exceeding $2514 
millions, established a new all time 
record high for State Mutual Life’s An- 
nual President’s Campaign that just 
ended. New business written this year 
during the 35 day period, honoring H. 
Ladd Plumley, State Mutual’s recently 
elected top executive, betters any pre- 
vious similar contest in the company’s 
108 year history. 

Each of the company’s 62 nationwide 
general agencies contributed to this out- 
standing sales contest that was sponsored 
by the General Agents Association. 
Seven agencies, led by Dallas and 
Cleveland, wrote over a million dollars of 
Ordinary life protection and 32 agencies 
placed in excess of $300,000. New York- 
Selling and Baltimore headed all other 
agencies in number of lives insured. 

Erich H. Gritzan of Cleveland topped 
the entire field force in total amount 
Written as 42 representatives posted 
$100,000 or better for the campaign, Wal- 
lace N. Rose of Springfield, Mass. and 
Donald E. Hannahs of Baltimore paced 
the field in number of lives insured. 


Julian Price Mountain Estate 


For Blue Ridge Parkway 


Final approval by the Attorney Gen- 
eral of the United States that the moun- 
tain estate near Blowing Rock of the 
late Julian Price, president of the Jef- 
ferson Standard, has made it fully a part 
of the Blue Ridge Parkway. The estate 
consists of 4,132 acres of forest and 
open land and was donated to the gov- 
ernment by the Jefferson Standard for 
administration by the National Park 
Service as a part of the Parkway. Mr. 
Price had for many years been acquiring 
the land and planning its development 
for the recreation of ihe officials and 
employes of Jefferson Standard. By 
terms of the deed the new Parkway area 
is known as “Julian Price Memorial 
Park.” The Blue Ridge Parkway will 
traverse the park for five miles; camp 
grounds and picnic area will be devel- 
oped nearby. 


MANHATTAN LIFE BUSINESS 


Ordinary Paid-for During First Six 1951 


Months Was Best Half Year in 
History of Company 


The $32,674,481 of Ordinary paid-for than 
business done by Manhattan Life dur- same period 
ing the first six months of 1952 was 
the best half year in the history of the 
company. With Group and wholesale rose 
included, Manhattan Life had a total July 
paid-for of $40,762,144, also a six months 
record. 


y sales exceeded by 8.5% the 


, while the over-all figure, 
Group and wholesale was 25.8% higher 
$32,406,448 done 


a year ago. 


The gain in insurance in force 
new high for six months. 
$27,614,459 to $325,041,100 
increase of 25% 
gain of $22,131,503 during the 
ot 


including White 


ing associated with The Prudential 


on agent in November of last year. He 


y the a member of the Toastmasters and the 
first half Los Angeles Life Underwriters Asso- 


ciation. 


MADE ASSISTANT MANAGER 

$30,104,148 paid-for in the first half of Robert L. Creighton has been pro- 
moted to assistant manager of the Jack 
agency, Los Angeles, of The 
Prudential and placed in charge of the 
the Santa Barbara detached agency. Becom- 
and 
set a the Jack White agency as a broker in 
Total in force 1948, he joined the agency as a special 
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Full-Page Ad Brings ‘“‘“MONY”’ A&S 
Story to More Than 65,000,000 
Readers. This dramatic appeal to more 
than 65,000,000 readers appeared in 
Life, The Saturday Evening Post, 
Collier's, Time, Newsweek, Parents’ 
Magazine, The American Magazine, 
Better Homes & Gardens, and Sunset. 
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Broadway at 55th Street 





“FIRST IN AMERICA” 


The Mutual Life Insurance Company of New York 
New York 19, N. Y. 


Salesman 


The “MONY” adviser has good 
reason to smile: He has a new, 
fast-selling product — ““MONY” 
Accident and Sickness insurance! 


For Mutual Of New York 
underwriters, their company’s 
entrance into the accident and 

sickness field means greater sales 
opportunities...a chance of getting 
face to face with more prospects 
...and the satisfaction of providing 
complete ““MONY” coverage. 


A “MONY” client can now get 
more thorough protection against 
all economic hazards of life and 
death. His “MONY” A&S policy 
even insures his life insurance; 

it enables him to keep up his 
premium payments despite heavy 
medical expenses or loss of income. 


As one “MONY” adviser puts it: 
“The addition of A&S insurance 
ties up the ‘MONY’ program 
securely —holds all members of 
the ‘MONY’ family together.” 
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The Eastern Underwriter 
Moves to New Location 
At 93-99 Nassau Street 


The Eastern Underwriter, which 
was founded 53 years ago and which 
has had its headquarters at 41 Maiden 
Lane since 1941, has moved its offices 
to 93-99 Nassau Street, New York 
City, where it will be located on the 
10th floor. The new telephone number 
of The Eastern Underwriter is 
WOrth 2-4868. 











INSURANCE CONTRACT 
“The Special Nature of 
written by 


THE 
An article on 
the Insurance Contract” 
Franklin M. Schultz, 


of law, University, 


assistant professor 


Indiana and pub- 


lished in the private insurance edition 


and contemporary prob- 
School of Law, 


attention. The 


devoted to law 


lems by Duke University 
attracted 
of the 


sons do not 


considerable 


theme article was that many per- 


understand their insurance 
as they depend mostly on in- 
that 


that there is frequently con- 


contracts, 


surance agents to see they are 


protected; 
between “lay” and 


siderable difference 


“law” reaction to the simple proposition 
of buying insurance; that litigation may 
result, and that decisions of courts cover 


a wide range not only in scope but in 
The 


not given by the 


variety. answer to the problem is 


writer, but he says the 


evokes a number of 


asks. 


Justice 


situation questions 
and these he 


Holmes’ 


theory of 


Schultz recalls state- 


ment that “no rational con- 
tract can be made that does not hold the 
to know the contents of the in- 

seeks to hold the 


professor re- 


assured 


strument 


1€ 
to which he 
1 


other party,” and also the 
fers to “black 


party who 


letter rule” binding a 


should have “reasonably” un- 
derstood an offer or proposed contract 
“though ignorant of the terms of the 
writing or its proper interpretation,” but 
Schultz adds comment: “All the 
king’s horses and all the king’s 
have hold together 


so-called obj 


this 
men 

this 
theory 


been unable to 
jective 


relates to 


principle the 


of contracts—as it insurance 


agreements.” Professor Vance, a great 
expert on insurance law, asserted long 


ago that the 
acknowledged “the 


public at large and some 


courts prevailing 


business custom” of “even careful busi- 


ness men” not to read their policies but 
to rely on the skill and good 
faith The Duke Univer- 
sity writer thinks that the improbability 
that the will 
read his policy has led to practical aban- 
donment of 


“accuracy, 
of the agent.” 
ordinary insurance buyer 
the parol evidence rule in 
insurance cases. 

Schultz asks if there is not developing 
insurance contract 
law which has little relation to the 
eral principles of contract law.” 
haustive 


a separate body of 
“gen- 
An ex- 
volume of 
that the 

special 


study of the recent 


case law may reveal, he says, 


courts are creating hosts of 


rules to handle insurance cases within 


the frame of general contract law. 


“If this proposition as to the sui generis 


insurance law 
step,” he said, 
examination of the 
both 
he asks some 

“Do the 
enable the 


nature of was established, 


the next ‘would be an 


consequences for 
insured and insurer.” Continuing 
questions: 

special rules of construction 
insured to obtain his reason- 
able expectations and to 
needs? At 
succeed in 
centage of litigatable 
by ‘he insurer? How big a discount 
must the insured take in the course of 
such settlement? Is the value of the 
insurance as ‘security’ (particularly life) 
impaired because of the shadow of liti- 
gation and the possibility of an adverse 
decision by a hard-nosed court. On the 
other hand, from the insurer’s stand- 
point, what are the consequences? How 
high a contingent reserve must insurers 
keep for satisfying judgments based on 
the unpredicable ‘ambiguities’ which 
courts ‘discover. How much of a re- 
serve must be kept for similar cases 
which the insurer decides to settle? 
How costly is this whole procedure ? 

“If the consequences added up to a 
highly undesirable state of affairs for 
both insured and insurer, one might 
next consider alternative remedies. First, 
with respect to the system as it now 
operates, what could be done to improve 
judicial administration of insurance pro- 
tection? Would a frank recognition of 
the facts of insurance life by the judges 
help? Undoubtedly, Judge Clark’s can- 
did suggestion that courts decide the 
hardship cases on equitable grounds, 
rather than strained interpretation, 
would better preserve the symmetry of 
the law, but would it avoid the evil 
consequences of insecurity and expense 
for both insured and insurer? Next, if 
it is assumed that the courts are in- 
capable of solving the problem through 
common law theories as presently but- 


satisfy his in- 
surance does he 
What per- 
cases are settled 


what cost 


such litigation ? 


(Continued on Page 30) 


EDWARD J. BOHNE 


Edward J. Bohne, Equitable Life As- 
surance Society, has been promoted to 
the post of associate superintendent of 
the department of policy claims. In 1933 
he joined the Society and served on 
staff of the vice president in charge 
of claims until he was made assistant 
superintendent of the department. A 
graduate of St. John’s University Law 
School he did post-graduate work in 
medical jurisprudence at that university 
and in forensic medicine at New York 
University. Mr. Bohne’s activities include 
membership, in International Claim As- 
sociation of which he is an executive 
committee member and press chairman 
for its 1952 convention, and the East- 
ern Life Claim Conference of which he 
has been vice chairman and secretary. 

* * x 


Asa V. Call, president of Pacific Mu- 
tual Life, has just completed a_ brief 
plane tour of the Northwest, accom- 
panied by T. S. Burnett, financial vice 
president, and Fred S. Sibley, agencies 
vice president. Purpose of the trip was 
to inspect the company’s investment and 
insurance developments in their relation 
to the rapid expansion of this area. 
Main stops were at Seattle, Spokane, 
Portland and Salem, where Pacific Mu- 
tual has a $2% million real estate in- 
vestment in the Capital Shopping Cen- 
ter. Pacific Mutual, one of the West’s 
oldest life insurance companies, was 
founded in California in 1868 and has 
been serving the Northwest continu- 
ously since 1870. 

* * * 

P. H. Dubar, superintendent of agen- 
cies, Imperial Life of Toronto, has re- 
tired after 30 years with the company. 
He is a former president of Life Under- 
writers Association of Canada. 


x ee. Ce 


T. S. Burnett, financial vice president 
of Pacific Mutual Life, has been ap- 
pointed a member of the Western 
Seminar Committee of the Mortgage 
Bankers Association of America. The 
committee is sponsoring a seminar on 
mortgage banking at Stanford Univer- 
sity in August, first meeting of its kind 
to be held on the Pacific Coast. 

* * * 

Sheila Blair Astley, leading woman 
representative of the Walter R. Hoefflin 
agency of Pacific Mutual Life, Seattle, 
has been named president of the Port 
Angelus Soroptimists Club. She will at- 
tend the organization’s forthcoming an- 
nual convention in Washington, D. C. 
Miss Astley recently qualified as a mem- 
ber of the Washington Leaders Round 
Table. 


GEORGE H. LEHMAN 


George H. Lehman, Newark, N. J. dis- 
trict manager of National Accident & 
Health Insurance Co., who was recently 
elected to the executive committee of 
the International Association of A. & 
H. Underwriters, is a past president of 
the Accident & Health 
New Jersey, a 
board of 

local 


career 


Underwriters 
Association of present 


member of its directors, and 


fraternal clubs. 


started in 


active in 
His insurance 1930 
with the Prudential had 
sales experience with the Colonial Life 
before the National A. & H. 
Insurance Co. in April, 1939. then 
he has served successively as 
field superintendent and district mana- 
ger. His agency today is one of the 
National’s leading weekly producing dis- 
tricts embracing northern and_ central 
New Jersey. 


many 


and he also 


joining 
Since 
agent, 


Paul McNutt and Albert Ullmann 


Paul V. McNutt, who is general coun- 
sel for American International Under- 
writers, presents a silver bowl and _plat- 
ter to Albert Ullmann, on his 60th an- 
niversary in the marine insurance field. 
American International Underwriters 
Corporation owns the Albert Ullmann 
Marine Agency. Mr. Ullmann is one ol 
New York’s leading marine underwriters 
and Mr. McNutt has long been a well 
known figure in political and legal 
circles. 
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New Honor for Flegenheimer 

Monroe Flegenheimer, insurance broker 
and insurance educator, was honored 
recently for his services to the Eve- 
ning and Extension Division, City Col- 
lege School of Business, where he is 
supervisor of evening session insurance 
courses. A teacher at the college eve- 
nings since 1929, he was cited at the 
school’s annual Charter Day ceremonies 
along with other instructors who have 
been teaching at the school nights for 
ten years or more. “We at the school 
feel especially fortunate in having Mr. 
Flegenheimer with us,” said Dr. Robert 

Love, director of the division. 

Mr. Flegenheimer is a graduate of 
City College, receiving a B.S. degree in 
1912. He also has the degree of Achieve- 
ment in Real Estate and Insurance from 
New York University. In addition to 
City College, he has also taught at the 
Newark Academy and, for the past fif- 
teen years, at the Monroe Flegenheimer 
School. Mr. Flegenheimer is currently 
preparing a new book entitled “Policy 
Checking by Standards.” 


* * * 


N. Y. Mayor Raps City’s Critics 

In a talk before the Chamber of Com- 
merce of the State of New York, Mayor 
Vincent R. Impellitteri of New York 
had as his theme the finances of the 
city. He paid his respects to critics of 
ee city’s financing. 

Calling New York a powerhouse, and 
not a museum, and declaring it must 
not be the framework of an obsolescent, 
decaying city he said: “Criticism, like 
boosting and boasting, can become a 
habit. Because we have so many self- 
constituted critics, we have never made 
claims for our city that we could not 
support. The accomplishments of this 
city surpass those achieved by any other 
community. The New Yorker takes per- 
formance for granted, but the visitor is 
impressed with our genuine, successful 
municipality, what we make and _ build 
and the way we live. 

“This is a nervous period of crises— 
real, exaggerated and imaginary, in the 
global, national, state and even munici- 
pal fields. It is an age of emotional jit- 
ters and irritability. Very little is pre- 
sumed to be right, normal or a reason 
for optimism. The number of leaders 
who can keep their eyes on sound ob- 
jectives, their feet on the ground, their 
brains clear and tempers steady, and 
keep civil tongues in their heads seems 
to be relatively small. There has been 
altogether too much hysteria, name call- 
ing, mud throwing and confusion about 
our public affairs, and most of all in 
relation to the city’s planning, budgetary 
and financial problems. The man who 
seeks to destroy the city’s credit be- 
trays the city and its people.” 

Discussing the municipality’s key ad- 











ministrative personnel the Mayor went 
on to Say: 

“You in this audience must know in 
your hearts that the city administration 
| represent is not a conspiracy against 
public interest. We are responsible 
elected public officials, who with a 
basically fine civil service personnel, 
seek to meet extraordinary problems of 
which very few are of our own making. 

“Most of our fundamental difficulties, 
you must acknowledge, involve world- 
wide economic pressures for which we 
do not have the remotest responsibility 
and over which we can exercise no con- 
trol. We are the victims of our times. 
If we are behind in construction, if 
costs have gone far up, if materials are 
scarce or lacking, if our employes are 
caught in the inflationary spiral of 
‘ater and higher living costs, if every- 
thing we buy is more or less prohibi- 
tively expensive, you must know, from 
your own personal and business ex- 
perience, that precisely the same thing is 
happening to you.” 

Starting in 1948 New York City es- 
tablished a management program in the 
3ureau of the Budget working with 
management units in the major city de- 
partments for the purpose of improving 
efficiency and management of city op- 
erations and effecting economies. Dur- 
ing that time 70 surveys have been com- 
pleted and adopted which, conservatively 
estimated, will ultimately result in sav- 
ings and revenues exceeding $10,000,000. 

“Tt should be made clear that most 
management improvements,” said the 
Mayor, “do not necessarily result in 
budgetary reductions, but are reflected 
in improved services and operations 
which make for better and expanded 
necessary services without additional 
costs to the taxpayers.” 

x * * 


L. D. Cavanaugh’s Recipe for 
Happiness 


Leo D. Cavanaugh, president of the 
Federal Life of Chicago, has a nation- 
wide reputation as an actuary and in- 
surance company executive, but outside 
of life and A. & H. insurance circles he 
is probably best known for a thoughtful 
bit of sound analytical philosophy on the 
subject of “Recipe for Happiness.” Be- 
cause he has benefited materially by fol- 
lowing this pattern, Mr. Cavanaugh has 
generously made it available to others, 
and it has also been widely publicized. 
Most recently “Personal Efficiency,’ 
official organ of LaSalle Extension Uni- 
versity, featured his philosophy, stress- 
ing the following six points in the 
“Recipe for Happiness” 

1. A clear conscience. 

2. Responsibility and opportunity, un- 
selfishly to serve God, country and fel- 
lowmen. 

3. Understanding of the real mean- 
ing of the expression: “Tt is more bles- 
sed to give than to receive.” 

4. The practice of the Golden Rule 
in all business and social relationships. 

5. Being kind, considerate and help- 
ful to all, but especially to those who 


are handicapped. 

6. Recognition of the fact that ma- 
terial wealth is not a synonym for hap- 
piness, and that money will not buy 
health or happiness, nor will it serve as 
a passport to heaven. 

Such is Mr. Cavanaugh’s pattern of 
life and work. He maintains that each 
individual is the only person ina posi- 
tion to figure out what is required in 
his particular case to bring about a men- 
tal state of happiness. . .. Many people 
spend their entire lives seeking it. They 
fail to find happiness, probably because 
they do not know just what they are 
seeking. 








de 


Pink Heads Housing Council 

A city-wide committee on housing, 
composed of 24 members headed by 
Louis H. Pink, former Insurance Su- 
perintendent, has been formed by the 
Welfare and Health Council of New 
York City. The group will represent 
voluntary and public agencies for which 
the Council is the planning and coor- 
dinating center and civic organizations. 
The committee has been instructed— 

To promote the coordination of ac- 
tivities in regard to health and wel- 
fare aspects of housing of the city; 

To study such problems as may be 
presented to the committee by units 
of the Welfare and Health Council 
and by other groups; 

To develop plans for solution for 
these problems; 

To encourage programs for the 
amelioration of those unsatisfactory 
conditions which affect the people of 
this city. 

Mr. Pink is head of the Associated 
Hospital Service of New York. He was 
chairman of the New York State Board 
of Housing and is president of Upanin 
Hotels (model lodging houses) and 
Joint Queensview Housing Enterprise. 


* 





* * * 


The Automobile in Canada 

The Financial Post of Toronto has 
published the results of a survey on 
how Canadians use their cars—whether 
for business or for pleasure—and the 
report shows that 83% of all driving in 
Canada is essential. The pleasure driv- 
ing of the average motorist amounts to 
9%. The average car owner in Canada 
drives 6.200 miles a vear; in the United 
States the figure is 7,200. 

The survey was made for the auto 
industry by the research firm, Canadian 
Facts Ltd, who interviewed a total of 
3,046 individuals. The area to be sampled 
was divided into five main geographic 
regions, then into 1,613  sub- pine ay 
covering urban and rural populations. 

Six out of every 10 Canadians bought 
their cars for work or business; 13% 
bought them for shopping. The great 
majority (65%) are owned by house- 
holds whose chief wage earner gets less 
than $3,000 a vear, 40% being owned by 
people earning less than $2,000. Of an 
estimated 2,000,000 cars in Canada, 800,- 
000 are 10 years old or older 

Federal taxes on the average car in 
Canada was $65 in 1939; in the US. it 
was $22. Todav’s federal taxes add $380 
to the price of the car; in the U.S. the 
taxes amount to $95. Comments The 
Financial Post: “Only (of driving) 
is pleasure driving, a fact which should 
explode once and for all the fallacious 
theory to which tax collectors still cling, 
that the passenger car is a luxury.” 


* * * 


Fire Insurance Mail Solicitation 

Lyman E. Strong & Son, Seattle, tell 
the Travelers whom they represent that 
employed part-time in their establish- 
ment is a young woman who has been 
successful in soliciting by letter fire 
insurance from customers and clients 
of the agency. She uses her own judg- 
ment in selecting a list of clients, pick- 
ing only those who are evidently policy- 
holders of means. She determines that 
information either from the size of the 
burglary policies, types of automobiles 
which are insured, information in the 
agent’s accident files and so on. She 
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asserts that she has been successful in 
75% of the cases in increasing the fire 
insurance coverage substantially, in most 
instances the increases running in the 
neighborhood of 75% over that tormerly 
carried by the agency. 

Also writing the Travelers, Don Dame, 
Bennett & Shade Co., Decatur, IIl., 
makes this point: 

“Agents should remember that it is 
better to lose a customer by refusing 
to sell inadequate coverage than to lose 
him later because of an under-insured 
loss. In the agent’s day-te »-day solicita- 
tion he should place himself in the posi- 
tion of a doctor prescribing for his pa- 
tients. an average prospect will usu- 
ally abide by his advice and follow sug- 
gestions.” 

* * * 


Auto Outfocuses Other Lines 

At a meeting of the Independent Au- 
tomobile Insurance Conference of Can- 
ada, held at Alexandria Bay, New York, 
one of the chief discussions was that so 
much attention is being paid to the in 
flationary trends which effect automo- 
bile insurance that other 1 
neglected. One of the speakers said: 

“For instance: defaleations are not de- 
creasing. Yet, statistics show that a 
large section of the fidelity market is 
still unsold. Inflation affects liability in- 
surance, too. Yet, many large judgments 
are being handed down where there is 
no insurance protection. Burglaries, too, 
are on the mount. There is need for 
greater —— on the part of agents 
and companies alike of other than auto- 
mobile lines.” 


lines are being 








* * * 


Jack R. Thompson Dies 

Jack R. Thompson, Sr., Louisville in- 
surance man, died suddenly, July 3. 
A native of Horse Cave, Ky., Mr. 
Thompson went to Louisville as a youth. 
He was employed by the old Kentucky 
Actuarial Bureau where he became a 
trained insurance engineer. Later he 
was connected with agencies at Ash- 
land, and Pikeville, Ky., returning to 
Louisville, where for some years he was 
connected with the First Kentucky Fire, 
a subsidiary of the First National Bank 
and Kentucky Trust Co. He then be- 
came a solicitor in the insurance office 
of his brother, Sterling G. Thompson. 

Mr. Thompson was a grandson of the 
late Colonel W. H. W1 who for 
many years was state agent for the 
Home in Kentucky, and who incidentally 
wrote the first policy ever issued by the 
Home in Kentucky. He was also a rela- 
tive of H. Lee Upton, who was later 
state agent for the Home in Kentucky. 
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Revised Rating Plan 
For Output Policy 


FOR MANUFACTURING RISKS 


Revised Form Excludes Flood Coverage 
at Permanent Locations; Each Total 
Rate Split in Two Portions 
The Multiple Peril Insurance Rating 
Organization has announced that a re- 
vised rating plan for the manufacturer’s 
output policy had been accepted by, the 
Insurance Departments of Connecticut, 

Delaware, Georgia, Minnesota, 

York, Idaho, Illinois, Nevada and 
nessee. Filings are also being made in 
a number of other states in which the 
organization is licensed. 

The manufacturer’s output 
a multiple line contract covering per- 
sonal property of manufacturing risks 
off the plant premises. It insures against 
all perils except those expressly ex- 
cluded. T more important exclusions 
are infidelity, flood and earthquake at 
location, war and mysterious disappear- 
ance. 

Flood and 
not apply to 
and earthquake 
granted in the 
physical damage 

Changes in Revised Form 

This revised policy form contains a 
number of changes as compared with 
forms previously in use in independent 
filings. The most important is the ex- 
clusion of flood coverage at permanent 
locations. The new policy contains a 
more detailed specification of interests 
and property insured. Otherwise, the 
output coverage is tangy it the 
same, although language has been added 
to clarify the intent — of the policy to 
exclude certain types of consequential 
and uninsurable losses. 

Under the revised rating plan each 
1 i be specifically rated by the 
The total rate is split into 


policy is 


exclusions do 
property on which flood 
coverage is usually 
marine and automobile 
markets. 


earthquake 


anizatiotr he 
portion 
Norma rate desig ned | 
vide for occurrences 
or under and the first $5,000 of 
to all samy over $5,000 each. 
Ma ss rate designed to provide 
[ loss occurrences 


loss 


: 
such oe rtion 
exceeds $5, 

The normal | rate is 

1 


subject to 
substantial debits and credits based on 
the risk’s experience on 
than $5,000. There are no 
modifications to the major rate 
i is derived from —* classifi- 
ion rates modified by schedule to re- 

rds of the individual risk by a 
deficiency _ points requiring 

different factors af- 


losses of less 
experience 


loss 


jlicy is a reporting form and 
applies to 100% of the values 
covered. The annual minimum premium 
is $5,000. No date for receipt of rating 
applications from member companies has 
yet been announced. 


i¢ 
the rat 


. S. SWENSON STATE AGENT 

- Dp iee vice president of the Na- 
1 of Hartford Group, has announced 
S. Swenson as state 
Illinois to succeed 
Harvey, who has re- 
local agency business 
going with the Na- 
Mr. Swenson, 
agent in 
group of 
was em- 


appoi tech of Ray 

agent for nortl 1ern 

the 

Before 

of Hartford Group, 

tive of Rockford, wis state 

Illinois for ancther 

companies, and prior to that 

ployed by t the Illinois Inspection yg 

at Rockford as an inspector. Mr. Swen- 

1eadquarters will be in the National 

of Hartford Group’s Rockford service 
office. 


northern 


son’s } 


E. B. Ferguson Chairman of 


British Insurance Association 

At the annual general meeting of the 
British Insurance Association, held in 
London, E. B. Ferguson, general man- 
ager of the Phoenix Assurance Co., 
Ltd., was elected chairman of the asso- 
clk ition for the second year in succession. 
i J. Levien, general manager of the 
Atlas Assurance Co., Ltd., was reelected 
deputy chairman. 


Assistant District Attorney 


Joins Watters & Donovan 
Chester E. Kleinberg, Assistant Dis- 
trict Attorney of New York County, has 
resigned to become associated with Wat- 
ters and Donov:z ra of New York and 
Washington, D. C., in the general prac- 
tice of law. Mr. Kleinberg was formerly 
chief of the Complaint Bureau in the 
District Attorney’s office, subsequently 
serving in the Indictment Bureau, the 
Special Sessions Bureau and for the past 
several years in the Appeals Bureau. 
During 1949 and 1950 Mr. Kleinberg 
directed an investigation of organized 
rings of automobile thefts in New York 
and adjoining states, which resulted in 
the indictments and conviction of the 
ringleaders of several such rings and the 
recovery of hundreds of automobiles. He 
also participated in various arson cases, 
including the recent prosecution and 
conviction of a loft owner for first de- 
gree murder as the result of 
well as several well known cases involv- 
ing embezzlement and forgery. 


arson, as 


ROYSTON VICE PRESIDENT 
Executive of C. V. Starr & Co. and Also 
Vice President of American Inter- 
national Underwriters 

Former chief of insurance of General 
MacArthur’s occupation staff in Japan, 
John P. Royston, has been elected a 
vice president of C. V. Starr & Co., Inc., 
chairman of the board, C. V. Starr an- 
nounces. 

Mr. Royston has also been elected a 
vice president of American International 


JOHN P. ROYSTON 


Underwriters Corp., 
C. V. Starr & Co., and which manages 
the foreign business of 14 American in- 
surance companies, insuring risks abroad 
offered for insurance in the American 
market. 

Mr. Royston has 
from Japan where he 


which is owned by 


returned 
three 


recently 
was, for 





writer will be located at 


at this address. 





REMOVAL NOTICE 


As of July 21st the offices of The Eastern Under- 


93-99 Nassau Street 
New York 7, N.Y. 


(Corner of Fulton and Nassau Sis.) 


where we will be located in Room 1010. A cordial 


invitation is extended to our many friends to visit us 


Our New Telephone Number 
WOrth 2-4868 


W. L. HADLEY, 


Vice President and General Manager 








Fitzpatrick Is Joining 
Boit, Dalton & Church 


The Home Insurance Co. of New 
York and Boit, Dalton & Church of 
3oston announce that Patrick Fitzpat- 
rick is resigning as secretary of the 
Home, effective August I, to accept a 
position as operating vice president of 
Boit, Dalton & Church. Mr. Fitzpatrick 
will be associated with Operating Sec- 
retary Alexander J. Beaton in the man- 
agement of the agency’s marine depart- 
ment. 

Mr. Fitzpatrick has had a broad ex- 
perience in the marine insurance field. 
After home office training in New York 
and special agency service in Chicago 
he joined the Home in 1937 as marine 
supervisor in St. Louis and served sub- 
sequently as marine manager in Phila- 
delphia. He was elected assistant_secre- 
tary of the Home in January, 1951, and 
secretary a year later. 

Mr. Fitzpatrick has been active in 
marine insurance circles, having ap- 
peared extensively before agents’ asso- 
ciations throughout the country and 
serving in important capacities in_ un- 
derwriting and maritime organizations. 
While in Philadelphia he taught the 
CPCU marine courses, and was the first 
skipper of the Mariner’s Club. 





years, resident vice president of AIU 
Corp. there. While in this post he was 
elected vice chairman of the joint com- 
mittee of Japanese and Foreign Non- 
Life Insurance Associations, the first 
American to be elected to an executive 
position in that organization. 

Ir. Royston started his insurance ca- 
reer in 1926 as an agent for the Hart- 
ford Accident and Indemnity Co. He 
joined the Travelers in 1927, and until 
1933 was employed as a claims adjuster 
in Connecticut and New York. From 
1933 to 1935 he was claims manager for 
S. W. Connecticut for the Royal-Liver- 
pool Group. From 1935 to 1941 he was 
connected with the Insurance Depart- 
ment of Connecticut as Deputy to the 
Commissioner and research director. He 
was general manager of the Savings 

3anks Life Insurance System of Con- 
necticut from 1941 until departure for 
Japan in soll 


Atomic Protection 


(Continued from Page 1) 


he says. In many cities this should be 
expected to keep fires down to a num- 
ber which can be handled by the public 
fire-fighting forces 

According to Mr. Bond's analysis of 
American cities, this first-aid fire fight- 
ing will be of major importance if cities 
are to avoid disastrous conflagrations 
and fire-storms as a result of an A-bomb 
attack. A  fire-storm or mass fire is 
most to be feared, it was reported, be- 
cause it could cause huge casualities. 
Casualities in World War II attacks re- 
sulting in fire-storms were cited: Tokyo 
84,000, Hamburg 60,000, Hiroshima 70,- 
000. 

Sprinkler Protection 


Mr. Bond pointed out that in peace- 
time important buildings, such as indus- 
trial plants and department stores, are 
protected with automatic sprinklers. 
These systems, which put water on a 
fire without manual assistance, reduce 
fire losses to something below 10% of what 
otherwise would be the case. In wartime 
he believes these systems will be intact 
wherever buildings are standing and 
that if sprinkler protection is installed 
in a larger proportion of buildings, the 
survival rate against the fire effects of 
A-bombs, for both buildings and people, 
will be high. 

It was pointed out that the applica- 
tion of this program would mean a 
modification of normal warehousing 
practices in buildings and elsewhere to 
limit the total amount subject to de- 
struction in any one location. This prin- 
ciple places a limitation on combustible 
buildings which must be small and well 
spaced and it limits the areas and 
heights to reasonable figures. 
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Pearl-American Group Announces 


Several Changes in Executive Posts 


Gallagher Deputy U. S. Manager; Jarvis, Weaver and Oswald 
Named Assistant U. S. Managers; Barry Monarch Vice 
President; Chisholm Assistant Manager on Pacific Coast 


LD). J. Cowie, United States manager 
of the Pearl Assurance of London, and 
president of its subsidiary companies, 
has announced changes in the execu- 
tive positions of the Pearl-American 
Group. The following appointments have 
been made: 

Vincent L. Gallagher, who has been 
assistant U. S. manager of the Pearl, 
becomes deputy U. S. manager of that 
company. He has also been advanced 
from vice president to executive vice 
president of the Monarch Fire and of 
the Eureka-Security Fire and Marine. 
Mr. Gallagher and his wife sailed yes- 


“ 


3ritannic” for a two 


terday on the 


A. T. CHISHOLM 


months’ trip to England, Ireland and 
France. 

Harold K. Jarvis, branch secretary of 
the Pearl, has been appointed assistant 
U. S. manager and branch secretary of 
that company and has been elected vice 
president of the subsidiary companies. 
Mr. Jarvis will also continue as secre- 
tary of the Monarch and Eureka- 


Security. 
Weaver and Oswald 


Benjamin B. Weaver, manager of the 
middle and southern departments, and 
B. J. Oswald, underwriting secretary 
of the Pearl, have also been named as- 
sistant U. S. managers of that company. 
They have also been advanced to vice 
president of the subsidiary companies 
from their former offices as assistant 
vice presidents. 

David A. Barry, manager of the Pa- 
cific Coast department and assistant vice 
president of the subsidiary companies, 
has been elected vice president of the 
Monarch and of the Eureka-Security. 
He formerly held the position of as- 
sistant vice president of those two com- 
panies, 

A. T. Chisholm has been appointed 
assistant manager of the Pacific Coast 
department and will be transferred to 
that position from the New York office 
in the near future. Mr. Chisholm was 
formerly assistant underwriting secre- 
tary of the Pearl in the New York office 
and holds the position as assistant sec- 
retary of the affiliated companies. 

Mr. Gallagher, who is well known in 





insurance circles, was born in Dansville, 
N. Y., and educated at Xavier Univer- 
sity, Cincinnati, Ohio; Armour Institute 
of Technology, Chicago, and Massachu- 
setts Institute of Technology, Cam- 
bridge, receiving degrees of A.B. and 
B.S. He was with the Aetna Insurance 
Co. of Hartford and later the America 
Fore Companies before his appointment 
as Western manager for the Pearl- 
American Group on October 1, 1935. In 
1938 he was appointed assistant U. S. 
manager for the Pearl and vice presi- 
dent of its subsidiary companies. 

Mr. Gallagher, member of an out- 
standing insurance family in the Middle 
West, gained favorable recognition 
throughout the insurance business when 
he helped develop ways of handling mul- 
tiple location business, many of his sug- 
gestions going into formation of the 
Interstate Underwriters Bureau. He is 
a man with progressive ideas with a 
record of successful administration with 
the Pearl-American Group. 

Mr. Jarvis was born in Bedford, Ohio, 
and attended Finne College majoring in 
accounting. He became associated with 
the Monarch Fire in Cleveland shortly 
after its incorporation in March, 1930, 
and worked in a number of departments. 





In 1936 he was transferred to the New 
York office of the Pearl-American 


Group and in 1941 became joint chief 
accountant of the Pearl and assistant 
treasurer of the Monarch and _ the 











Leonhart 


Eureka-Security. 
In 1945 he was appointed branch sec- 


Eureka-Security. 
Eureka-Security. 


Jarvis is a member of the executive com- 
mittee of the Insurance . 


California oad later Deca ame _Special 
for the Vulcan 
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Leen Losses paid exceed Three Hundred Fifty Milion Dll? —_— 
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J. Wilson Mainster 


Assistant to President 





"A list of the companies for 
whom we have arranged re- 
insurance treaties reads like a 
roster of famous names. This 
is: because we have soundly 
built a reputation for sta- 
bility and dependability 
throughout more than three 
decades. We are also glad 
to fulfill your requirements 
for facultative reinsurance." 
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ing as an officer in the first World 
War he became special agent for the 
Phoenix Assurance in northern Califor- 
nia and in 1921 he took a position as 
special agent for the Fidelity-Phenix. 

In 1924 he opened the fire department 
of the Swett and Crawford general 
agency and in 1934 became assi sti int Pa- 
cific Coast manager for the Pearl-Amer- 
ican Group. On January 1, 1939, he was 
appointed Pacific Coast manager and 
in March, 1949, was also named as- 
sistant vice president of the Monarch 
and the Eureka-Security. Mr. Barry 
is interested in charitable work in Cali- 
fornia and was particularly active in a 
recent campaign which raised $1,250,- 
0600 for the Hanna Center tor Boys at 
Sonoma, California. : 

per B. Weaver was born in 
Wilson, N. C., where he received his 
education. He was originally associated 
with the SEUA and joined the National 
Union in 1911 with which company he 
served as examiner, special agent, 
agency superintendent and _ assistant 
secretary. He left that company to ac- 
cept a position as assistant secretary 
for the National Liberty, later becoming 
secretary and vice president and di- 
rector of the National Liberty, Baltimore 
American and People’s National. 

He joined the Pearl-American Group 
in 1935 as assistant manager of the 
Middle and Southern departments in 
Philadelphia and was appointed manager 
of that office in 1948. With the consoli- 
dation of the Philadelphia office with the 
New York office of the company he 
was transferred to New York in Sep- 
tember, 1949, and was subsequently 
elected assistant vice president of 
Eureka-Security and the Monarch : 

B. J. Oswald was born in Holy Cross, 
Towa, and educated at St. Marys Col- 
lege, Dubuque, Iowa. He entered insur- 
ance in 1920 with the Dubuque Fire and 
Marine and became vice president of the 
National Reserve in 1935 and vice presi- 
dent and secretary of the Dubuqt 1e Fire 
and Marine in 1939. In 1945 he joined 
the Pearl-American Group and was ap- 
pointed underwriting secretary for the 
Pearl at that time and became assistant 
vice president of the subsidiary com- 
panies in 1948, 

Mr. Chisholm is a native of New York 
City and started in the insurance busi 
ness in 1923. In 1931 he became a field 
representative for the Royal in the 
Middle West. He left that position in 
Tune, 1935, to join the Pearl-American 
Group in Cleveland as manager of the 
automobile department. He was _ trans- 
ferred to the New York office in No- 
vember, 1936, and in 1948 was promoted 
to assistant underwriting secretary for 
the Pearl and assistant secretary of the 
Eureka-Security and Monarch Fire. 
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manager of the 


B. Gallagher, 
] Philco 


department of the 


Russell 
insurance 
Corp., was a speaker at the Pennsylvania 


Educational Conference at 


Insurance 
where he 


Pennsylvania State College 

discussed the general subject of what 
the insurance buyer expects of the in- 
surance agent. Speaking before a group 


Gallagher 


including many producers Mr. ( 
insurance 


outlined requirements ot 
service and stated in part as follows: 
The insurance buyer, in commerce 
and industry, requires that you have full 
familiarity with his immediate problems. 
; exposure problems of 


the 





To analyze 





industry and commerce you must live 

1 them. You cannot devise a ‘check- 
list?’ system which will be complete, 
final and exact because business prob- 
lems change and vary with the state ot 
management, competition, world and do- 
mestic economics. Your analysis can 
never become static. That which you 
searched for yesterday may discover it- 
self tomorrow. 


Principle of Risk Analysis 
are two basic plans of insuring 
One is to write your 
such broad terms 
to cause every 


“There 
these exposures. 
insurance contracts in 
and in such limits as 
currence to fall within their purview. 
This seldom can be done except at pro- 
because underwriters are 


blank checks to the 


OC- 





bitiv e cost, 


not inclined to sell 
insured. 


*ision fit ting, 
client’s pe- 
which are 

Your insur- 


prec 
your 
those 


ther plan is 
knowlege of 
problems, and 
inherent to industry. 
coverages may be devised to fit 
those needs exactly, never too closely 
too much slack. This calls for 

eged determination 


with 
study, ima ion, do 

‘ f good common sense. This 

pri nci] ple of 





hi 
iis 


ance 


nor 
not 








and a lot of g 
is the diagnostic-prognostic 
risk analysis. 

“Your planning should 
fore you have the account in 
In the pre-approach period 
make a study of the ‘basic 
the industry or business of 
I client is a part. 
said: 
projectible 


start long be- 
your care. 
you should 
problems of 





Gallagher 

history and 

at in dustry. 
normal and 


fu- 





"2. Lae special sources 
of supply. 
Production, 


advertising, sales and 




















distribution methods. 
: Warranty procedure and service 
facilities 
Labor availability and leadership. 
rospective client, you 
ple: 
capital. 
ind avai ability 
capital 
and history. 
officers, theit 
heres of authority 
ilities and their 
1 

6. His specific sources of supply 
and the reputations of his suppliers. 

“7. Terms of sale. 

“It is not to be inferred that all of 
this information is readily discoverable 
In fact, much of it is hly privileged 
; degree of diligence will bring 

ht unless your prospective client, 





gives you the key. It is not 
e realm of argument, however, 
more you know about him, the 
yu can icipate his needs. 


Completion of Questionnaire 








“We will not go into the second step 
of the survey since that has to do wit] 
solicitation, a study in salesmanship 


p. 
1 


1 
like to go over to tl 


would 
completion of a 


W 





questionnaire here is no all inclusive, 
all purpose questionnaire currently avail- 
able. Not even the largest big city 
brokers have a questionnaire which can 


Gallagher Outlines What the Buyer 
Expects From His Insurance Agent 
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cial laundry. A specific form can be 
developed only by one who is a student 
of the business. That student who 
practices the use of insurance surveys 
soon accumulates a mass of information 
from which his specific questionnaire 
is built. 

“As new exposures are discovered or 





RUSSELL B. GALLAGHER 


encompass every type of prospect. 






“For this reason | suggest you obtain developed they are recorded and the 
or design a general purpose question- questionnaire js revised. As an illustra- 
naire and plan additional sections for tion of the development of new expo- 
specific inden The importance of sures you need merely refer to radio- 
the completeness of a questionnaire can- active metals, television, food-freezers, 
not be over-er nphasized. From it you automatic automobile transmissions, even 
will diagnose the existence of exposure, the new type spinner fishing reel that 

icipate its possible and probable ef- permits you to throw your bait three 


times as far as you can haul a fish even 
if you hook it. 


means 
abated, 


extent, and suggest the 
by which the exposure may be 
assumed or insured. 

“Many industries have comparable ex- 
The boiler and machinery 
exposures of the paper manufacturer 


"soe and 


Make a Premises Inspection 


“Whatever the means through which 


posures 
I : 
your questionnaire is evolved, it cannot 


are not dissimilar to those of the steel be put to maximum use and effect un- 
maker or the public ut Pes They have less you make an actual premises in- 
a common need caused by the extensive spection for the purpose of recording 
use of the electrical power and process the exposures. Nothing can take the 
steam or water. To a degree, the boiler place of the personal inspection in co- 
and machinery subsection of your ques- ordinating exposure and recommended 
tionnaire, if applicable to one would be protection. This is the way you learn 
applicable to the others. By the same how to abate exposures or prove that 
token, it would be somewhat over in- they really don’t exist. In the course 
‘a gent as respects many other manu- of the inspection it is most important, 
turers. in addition to considering the physical 
“The commercial laundry has expo- aspect, to find how inventories, build- 
sures which, being unique, require spe- ings, machinery and equipment are 
cial treatment not shared in any other valued. 
industry. You would need a_ specific “Are inventories valued on a_ basis 
form of questionnaire for the commer- which will produce true cost or. selling 
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price, as required, in the event of loss? 
What record is kept of cash on hand? 
What is the practice as regards checks? 
Are they recorded by payor and bank 
so that they may be identified if the 
bank loses them in the mail to a clear- 
ing house or a correspondent? What is 
the cost of reconstructing the books of 
accounts and other valuable papers ?,” 
Mr. Gallagher asked. 

“Very few clients will have a com- 
plete premium and loss record. If you 
intend to render a full service, you can- 
not neglect ee the establish- 
ment of such a record, for your own 
information only. Pye Bi sis of past losses 
may point out other potential losses. 
For example, if there is a record of a 
fire loss, you question the extent of 
the business interruption, extra expense, 
rent or rental value loss which was in- 
curred. 

“If the loss arises from a third party 
action, better engineering and_ safety 
practices may present an hitherto un- 
considered solution. The content of your 
completed questionnaire must be boiled 
down to insurable exposures which leads 
to the next step, auditing the policies 
currently in effect. Once again we refer 
to the policy checker but this mechanical 
aid cannot cover every exigency. You 
must use the technical knowledge of the 
best company men available in addition 
to the fruit of your experience. It is not 
expected of you that you be a com- 
pletely equipped expert in every line. 
No doctor or lawyer is so burdened; 
certainly you should not be held to such 
rigid standards. You must, however, be 
reasonably well informed and know what 
questions to ask and where to get the 
answers. 

“In reviewing the coverages provided, 
it is well to bear in mind that you 
are working with the law of contracts. 
You are faced with determination of 
that which is, and that which is not. 
You may not rely on collateral agree- 
ments which are not recorded. An 
oral agreement to waive certain restric- 
tions or exclusions will be honored in 
small losses. Honor, even among in- 
surance men, has its price. 


Efforts Must Be Wholly Sincere 


“In reviewing the existing insurance, 
your efforts must be wholly sincere. If 
a policy form completely fits your 
clients’ needs, it must be so_ noted. 
Should the coverage appear to require 
broadening, two matters stand forth in 
bold relief. Is it mechanically possible 
to obtain the flexibility you wish, by the 
amendment? Will the original cost, plus 
that of amendment be greater than the 
cost of an entirely new form? Depend- 
ing upon the answers to these questions, 
you will recommend policy changes or 
policy replacement. 

“The dove-tailing of 
not be a product of memory. 


coverage must 
Exclusions 


(Continued on Page 28) 
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Pohs Faculty on Hand 
For Goerlich Award 


Insurance Sasiety’s ‘ion Impressed 
That Head of Another School Should 
So Honor a Competitor 
dean of the 
Insurance of So- 
ciety of New York, was in the spotlight 
Monday at the L: Club, New 
York, as the recipient of the annual 
plaque Pohs 
“outstanding service 
interests of the insur- 
ance brokerage profession.” The presen- 
tation was made at the faculty Teter 
of the Pohs Institute and invited guests 
included the presidents of five brokers’ 
associations in the Greater New York 
three previous recipients of the 
representatives of the New York 
artment; Vincent Cullen, 
Insurance Society of 
John F. Madigan, vice 
Reinsurance Corp., 
he Pohs faculty for 
13 years but recently resigned because 

of the duties of his new position. 
ex Goldberger, well known Brooklyn 
broker and chairman of the Society’s 
brokers, was se- 


course for insurance 
lected by Herbert J. Pohs, founder and 
Institute, to make 


director of the Pohs 

the Goerlich award. In so doing Mr. 
Goldberger paid tribute to Dean Goer 
lich as pedagogue, administrator and a 
gentleman in the truest sense of the 
word. Emphasizing his worthiness to 


receive the honor, Mr. Goldberger fur- 


Arthur C. Goerlich, 


School of Insurance 


iwyers 


silver award of Institute 
of Insurance for 


in promoting the 


area;5 

award; 
Insurance Dey 
president of the 
New York, and 

president of General 
who has served on t 


ther said 
Goerlich a Trail Blazer 

Goerlich is that rare indi- 
combines book learning 
and practical knowledge 
He presents us with a soothing influ- 
ence in what has developed into an 

business Men like Dean 
blazing a trail that gives 
us a new and more enlightened concept 
of . business school in a_ business 
world. . The Society’s School of In- 
is recognized by the board of 
student receive college 
School of General Studies 
oe of Columbia Uni- 
ature is a monument to 
energy, the calm _ per- 
le adership of 
today.’ 
Goerlich said 
was particularly 
from another 


vidual who 


school teaching 


excita 
Goerlich are 


surance 
regents 
credit via 
in the adult 
versity. Its 
the unremitting 
and intellectual 
the man we are honoring 
In his response Dean 
that the Pohs award 
significant since it comes 
school. He explained that while _ the 
Society’s School of Insurance is unique 
in the breadth and scope of its cur- 
riculum, one of its courses—the one 
which qualifies candidates for the bro- 
ker’s license examination given by the 
New York Insurance Department- is 
given by some 15 other schools in the 
New York area. “As a result,” he re- 
marked, “this field is highly competitive. 
However, for a number of reasons, the 
Society’s school is not in active or ag- 
gressive competition with the other 
schools. At the same time, it does offer 
such a course which makes it in a sense 
a competitor .. .” 
Mr. Goerlich 


(Continued on 


sistence 


was impressed that one 
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Jersey Secretary 
In Boston for Operation 


CHARLES J. UNGER 


Charles J. Unger of Tenafly, veteran 
executive secretary of the New Jersey 
Association of Insurance Agents, is in 
Boston, where he underwent an abdomi- 
nal operation at Northeast Baptist Hos- 
pital. He was accompanied by his wife, 
erly Scheduled to remain in the 
hospital 12 days, he then will convalesce 
at Lake Candlewood, Danbury, Conn. 
He has been given a leave of absence 
by the association’s executive committee 
until August 11. 

During Mr. Unger’s absence the office 
in the Federal Trust Building, Newark, 
will be in charge of his assistant, Con- 
nie Gravagna, with President Sidney Kk. 
Howell supervising activities. 

The monthly meeting of the 
committee held at the 


executive 


Was summer 


LOOK TO THE 


dependable service 





e Friendly, understanding and 


and helpful fieldmen 


HOWELL APPEALS FOR SAFETY 


New Jersey Agents’ President Asks 
Auto Driving Public to Cooperate 
to Reduce High Rates 

A two-pronged program to reduce 
highway accidents—and along with it 
the cost of automobile insurance is pro- 
posed by Sidney Kk. Howell of Morris- 
town, president of the New Jersey As- 
sociation of Insurance Agents. Stating 
flatly that “motorists make their own 
insurance rates,” Howell urged: 

1, That all motorists drive carefully 
and alertly every moment they’re behind 
the wheel, and teach their teen-age chil- 
dren to drive sanely. 

2. That all traffic laws and regulations 
be observed, that where necessary they 
be strengthened, and that they be rig- 
idly enforced. 

“The public must 
said, “that unless the current 
reversed and we have fewer accidents 
and a saner approach to jury awards, 
the price of insurance will continue to 
rise. 

“Few of us stop to think that highway 
accidents eventually hit our own pocket- 
books. Yet it is the tragic number of 
auto accidents in the past few years 
that have caused increases in insurance 
rates. 

“The solution to the problem is in 
the hands of each of us who drives a 
car. When we cut down the number of 
accidents, our insurance rates will come 
down. This is one place where each of 
us can wage an active fight against in- 
flation—and, more importantly, against 
the mounting hazards of the highway.” 


N. J. Agents to Meet at 
Atlantic City, Sept. 10-12 


A nominating committee to recom- 
mend a slate of officers to head the 
New Jersey Association of Insurance 
Agents through its next fiscal year was 
named at the monthly meeting of the 
executive committee. Alfred C. Sinn of 
Clifton heads the nominators. Other 
members are Joel Harrison, Kearny; 
Daniel F. Waters, Atlantic City; Spen- 
cer Maben, Summit, and Francis Tyrrell. 

Election of officers will take place dur- 
ing the annual convention in Atlantic 
City, September 10-12. Sidney K. Howell 
of Morristown is the Eon president. 

C32: TORRANCE NAMED 

Cobb C. Torrance, president of the 
Atlanta Association of Insurance 
Agents, has been appointed a member 
of the executive committee of the Geor- 
gia Association of Insurance Agents, it 
has been announced by Harry M. Car- 
ter, Savannah, president. 


How ell 
trend is 


realize,” 





Zimmerman of New- 
at Glen- 


home of Arthur L. 
ark, chairman of the committee, 
wild Lake. 
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Matt T. Mancha, a Leading 
Agent in Los Angeles, Dies 


Matt T. Mancha, age 71, 
pioneer insurance agents of Los Angeles, 
died at his home last week after an 
illness of more than a year. He had been 
an agent since 1905, first being em- 
ployed in the offices of E. L, Hopper 
and Rowan & Co., and in 1907 had his 
own office. In 1913 he purchased the 
interest of Carl Martin in the agency, 
and became an agent for the ( Continental 
Insurance Co., under the firm name of 
Matt T. M: incha Co. 

His agency became one of the leading 
agencies of the city and later entered 
the general agency field, but did not 
continue that activity after some years. 

In the early days, following the close 
of the rate war that was so disastrous, 
he was active in local and state associa- 
tion affairs. He served as president of 
the Los Angeles Insurance Exchange 
(now the Insurance Association of 
Angeles) for the year 1923-24, and three 
terms as president of the California As- 
sociation of Insurance Agents during the 
years, 1919, 1920, and 1921. 

He was a native of Jamestown, Va., his 
father being a prominent physician of 
that city. He was a member of the 
Masonic fraternity. He is survived by 
his widow, Mrs. Grayce Mancha, and one 
sister. 


one of the 


Los 


American Elects Way, Jr. 
An Assistant Secretary 


American Insurance 
Company have elected Pennington H. 
Way, Jr., an assistant secretary, effective 
September 1. Mr. Way, at present as- 
sistant manager of the Philadelphia of- 
fice, will transfer to the home office in 
Newark in September to assume execu- 
tive duties. 

A native of St, Davids, Pa., Mr. Way 
graduated from the U niversity of P ensyl- 
vania in 1937. He entered the insurance 
business after graduation as a_ loss 
adjuster and later became a special agent. 
During World War II he served for five 
years with the United States Army, re- 
ceiving his discharge as a_ lieutenant 
colonel. He returned to the insurance in- 
dustry as a special agent for the Fire 
Association of Philadelphia, and later for 
the Aetna Insurance Company. 

In 1948 Mr. Way joined the American 
as a speical agent in the Philadelphia 
metropolitan territory. He was appointed 
assistant manager of the Philadelphia of- 
fice on January 1, 1951. In 1950 Mr. Way 
was awarded the designation — of 
Chartered Property Casualty Under- 
writer. 


Directors of the 


GEORGE G. GROSS DIES 
George G. age 84, formerly 
Ohio state agent for the Firemen’s of 
Newark, N. J., died a few days ago at 
his home in Lakewood, O. His wife, 
two sons and two daughters survive. 


Gross, 
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How your nearby 


orth America Service Office 
can help you do 


a world-wide 
usiness 


OcrEAN Marine is a thriving branch of the insurance 
business right now. You don’t have to live in a seaport 
town to get your share of it. Thousands of importers 
and exporters in the interior are prospects for this 
insurance on their overseas shipments. And North 
America is campaigning to have them place this busi- 
ness with their local agents. 


Why not find out, right now, which prospects are 
near you? Call the North America Service Office and 
ask for a Marine expert. Learn how he can help you 
get and handle this business. 


North America offers dependable, world-wide service 
with Foreign Claims and Settling Agents located in 
principal ports and interior cities to furnish prompt 
settlement of all just claims. 


Besides helping you with specialized insurance, 
remember that the North America Service Office pro- 
vides convenient head office authority . . . prompt 
authorizations ... multiple line facilities . . . and 
trained specialists. 


Insurance Company of North America, founded 1792 in Independence 
Hall, is the oldest American stock fire and marine insurance company. 
It heads the North America Companies which meet the public demand 
for practically all types of Fire, Marine and Casualty insurance; Fidelity 
and Surety Bonds. Sold only through Agents or Brokers everywhere. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
® Philadelphia Fire and Marine Insurance Company 






PROTECT WHAT YOU HAVE© 1600 ARCH STREET 
PHILADELPHIA 1, PA. 
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HOME ADVANCES KOLB 


Appointed General Adjuster; Has Been 
Assistant General Adjuster at Phila- 
delphia Office Since 1941 
The Home Insurance Co. has an- 
nounced appointment of Clifford E. 
Kolb as general adjuster. Mr. Kolb has 
been the assistant general adjuster of 
the Home since 1941 and from his head- 
quarters in Philadelphia now supervises 
the activities of the 26 adjusters operat- 
ing from the Philadelphia office and 
from the field offices of the Home in 
Pittsburgh, Hiatrisluce and Wilmington 
supervised by the Philadelphia office. 
General Adjuster Kolb has been with 
the Home for 48 years, sti urting with the 
company in 1904 in their offices in one 
[ early locations at 623 Walnut 

Philadelphia. In 1918 he was 

appointed manager of the industrial de- 

in Jersey City, returning to 

ia in 1920 as a staff adjuster. 

‘olb became manager of 

department, suc- 

| Hill. Under the su- 

f General Adjuster Kolb, the 

loss nid artment has grown 

zest company -man- 

pe rtments in the Fast. 
ident of Haddonfield, N. 

been active in civic af- 

known as a writer and 

ority in insur- 


ums autl 


Bockius President of 
Independent Adjusters 


San Francisco has 


National 
Adjusters, 


Bockius 
president of 

fr Independent 

D. C. Roane of Balti- 

meeting at White 

Maurie M. 

Ind., became 

Benjamin 

elected 


unnual 
W. Va., 
Wayne, 

president and 
l Ky., was 


yrresidents are as 

3. L. Jones, Buffalo; 
ion Arnold, Miami; 
Pruyn, Indianapolis; 
alley Ri chard Ol »fson, 
Rocky Mountain, M. A. 
northwestern, Arthur 
Seattle; western, Hart W. 
and southwestern, 

Tex. This group 
committee, and 

Mr. Roane, 


Fireman’s Fund Promotes 
Dance in Southern Dept. 


intment of a Precman Dance, 
: manager of the South- 
Fireman’s Fund 

lanta, is announced. 

Mr. Dance will 

f group operations 

1 department territory of 

long with assistant 
Stynchcombe and J. L. 


tive of Virginia. He 
nce after his graduation 
Polytechnic Institute in 
gr? ve in elec- 
and a member of Phi 
fraternity. Prior 

ntment he was agency 

> the Southern depart- 
ireman’s Fund. 
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Gallagher Talk 


(Continued from Page 24) 


under the fire and supplemental contract 
may be found covered under the Boiler 
or Transportation policy. Each expo- 
sure must be examined and placed in its 
proper receptacle. 

‘An insurance company may be com- 
prised of excellent personnel; it may 
have exemplary management; its finan- 
cial structure may be beyond compar- 
ison; and yet the insurance company 
may be no good to you. You must know 
whether it can service a risk as the risk 
requires. This is a point too often 
overlooked in surveys. When maximum 
is required, minimum is not acceptable. 

“Such problems arise when attempts 
are made to substitute price for pro- 
tection. Premium cost is not the final 
answer, current propaganda _ notwith- 
standing. You must analyze premium 
cost and the rating plans used. If they 
produce an inequity or excessive cost, 
the service of a more limited carrier 
may be offered but only with the dis- 
tinct revelation of the limiting factors. 
It is necessary that your clients’ philos- 
ophy of insurance purchasing be re- 
viewed and analyzed. If he has no 
intention of insuring losses of less than 
$50,000, however caused, that is his 
privilege. You can show him the pre- 
mium cost and the tax effect, but don’t 
try to change his philosophy if he has 
a good reason for it. 

“You must learn when and how de- 
ductibles and excess of loss covers may 
be used. You must be courageous enough 
to recognize and, if advisable, recom- 
mend self-insurance or, in fact, risk as- 
sumption, A very low form of humanity, 
to the owner or manager of a business, 
is the agent who contends that insurance 
is an unfailing never ending, infallible 
and indispensable boon to humanity, 
advisable under all circumstances, world 
without end, Amen! I have actual proof 
of one or two cases to the contrary. 

Ceiling On Insurance Expenditures 

“In every account you will find there 

a ceiling on insurance expenditures. 
It is not reasonable, in any event, to 
cover all of life’s exigencies. If a man can 
afford to purchase insurance only in lim- 
ited fashion, you must follow the maxi- 
mum possible loss principle. Don’t permit 
your client to spend his money on plate 
glass or auto material damage, and leave 
his liability exposures uncovered. Leave 
him uniusured for the contents of a 
warehouse, if you must, but insure his 
business interruption and accounts re- 
ceivable. Make him aware of the rela- 
tive importance of the various cover- 
ages. 

“When you have your account nicely 
arranged, freshly painted and decorated, 
how do you keep it that way? You must 
keep abreast of everything that happens 
or is about to happen in your client’s 
company and industry. Talk with com- 
pany men, accountants, lawyers and tax 
men about that industry and its peculi- 
arities. Find the channels of informa- 
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“Weghorn Is Good To Brokers” 


Living up to our slogan, this agency is fully equipped 
to render top-flight service to metropolitan brokers in the 
fire and allied lines, inland and ocean marine . .. No 
problem is too large or too small for our specialists to 
handle . . . and Weghorn service is given with a smile. 


Our philosophy in these busy days centers around the 
“help the other fellow” 
greater prestige and confidence to the end that brokers 
will decide to bring their business to us . . . not only 
because they like Weghorn service but because of our 
ability to help in strengthening their client relationships. 


Consult us particularly on general cover business. 


ow CMe Gponcy e 


INLAND AND OCEAN MARINE INSURANCE 


VO? Maiden Lene, New York MY, 


attitude. We’re out to build 











tion within your client’s organization 
from which you may receive legitimate 
information. Review annual reports of 
your client and his competitors and 
you will iearn much from each. ey 
all, have pride in your professional i - 
tegrity. Do not say ‘yes’ to the ied 
ance buyer, when in your heart, you 
know the answer should be ‘no.’ Be 
ready to fight for honest principles and 
good business management. 


Interest in Claim Practices 


“One of your very important duties 
as an agent is to evidence an extremely 
acute interest in claim practices. You 
should know why a questionable claim 
was accepted and why an apparently 
legitimate claim was refused. You should 
review the case reserves set up on 
workmen’s compensation claims to be 
sure that they are washed out when the 
claim fails of proof or is dropped by the 
claimant. You should be satisfied that 
reserves are adequate and not excessive. 
The effect of excessive claims reserves 
on premium expense is something that 
all of us understand but very few do 
anything about. 

“As a matter of fact, very few agents 
pay any attention whatever to the re- 
serves which are set up let alone analyze 
the entire claim history of the insured 
to determine whether only the charges 
which should be made have been made. 
Remember if you will, even retrospec- 
tive rating does not cure the illness 
caused by over-inflating case reserves. 

“Help Sed client analyze his prob- 
lems, whether he is a home owner or the 
corporate insurance administrator of 


National of Hartford 
Western Dept. Changes 


E. H. Forkel, vice president of the 
National of Hartford Group, has an- 
nounced several changes in the Western 
department office and field personnel. 
Farm and Hail Superintendent William 
F. Martin has been appointed superin- 
tendent_of the fire underwriting depart- 
ment. State Agent W. H. Buesching of 
the southern Illinois territory has been 
promoted to farm and hail superintend- 
ent to succeed Mr. Martin, and Carl G. 
Schaefer, formerly special agent in Wis- 
consin, has been promoted to state agent 
and transferred to Springfield, Ill, to 
fill the position previously held by Mr. 
Buesching. 





Consider with the in- 
surance buyer the effect of a casualty 
on his or his company’s well being. 
Obtain insurance where insurance is nec- 
essary, or make the insurance buyer 
accept the responsibility for the lack of 
it. Fit the insurance to his actual need, 
going outside of your normal channels, 
even abroad, if necessary. 

“Use deductibles, excess of loss, ex- 
cess of annual aggregate forms where 
the situation requires them. Don’t be 
afraid to insist on special forms even 
if special state filings must be made by 
the insurance company. If the premium 
is not equitable take steps to make it 
equitable. And, in this respect, keep 
the insurance buyer well advised that 
he cannot burn up his carriers without 
burning up his own credibility.” 


a large industry. 
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An early iron forge 






















Pion the mines of Ringwood in northern New Jersey 
came iron for every American war from the Revolution 
through the first World War, and some of the country’s 
ablest ironmasters made Ringwood Manor their home. The 
detailed history of the mines begins in 1764 with the 
colorful Peter Hasenclever who reputedly employed serv- 
ants to carry his wife’s train and a band to serenade him 
while he dined. Under his management Ringwood became 
an important part of the first large-scale development of 
the iron industry in this country. 

Robert Erskine, a later ironmaster, organized a com- 
pany of militia to protect the iron works when the Revo- 
lution started and supplied the continental army with 
iron in various forms. His most outstanding contribution 
to the cause was his work as official mapmaker to the 
army for which post he was recommended by Washington. 
Associated with Ringwood during Erskine’s incumbency 
were several devices with which attempts were made to 
prevent the British from coming up the Hudson. Iron 


The Home, through its agents and 
brokers, is America’s leading 
insurance protector of American homes 
and the homes of American industry. 






























Laying the West Point chain 
across the Hudson River 


for the first chain used to obstruct that waterway came 
from Ringwood, and it is believed that some of the iron 
for the West Point chain, the only successful obstruction, 
was a product of the Ringwood mines. 

Ringwood’s most celebrated proprietor was Peter 
Cooper who bought the property in 1853, the year The 
Home was founded. A man of many talents, he built 
the famous locomotive Tom Thumb, promoted the first 
transatlantic cable with Cyrus W. Field, and was a 
Greenback candidate for President. His partner and son- 
in-law, Abram S. Hewitt, last of Ringwood’s ironmasters, 
served several terms in Congress and was mayor of 
New York. 

The manor house was built by ironmaster Martin 
Ryerson after an earlier dwelling was destroyed, probably 
by fire, in 1807. Now owned by the State of New Jersey, 
it is open to the public as a museum and contains many 
items of interest formerly owned by the celebrated Cooper 
and Hewitt families. 


* THE HOME* 


Home Office: 59 Maiden Lane, New York 8,N. Y. 
FIRE ° AUTOMOBILE e MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1952, The Home Insurance Company 
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GORHAM RETIRES FROM HOME 


Campbell Takes Over Entire Rhode 
Island Field; Gorham Joined the 
National Liberty in 1929 

I. Warren Gorham, state agent for the 
Home Insurance Company in the Na- 
tional Liberty division of its Providence, 
RK: 5: 

t] 
ham’s 
Agent 


now 













service office, has been placed on 


inactive list. Mr. 





Gor- 
State 
will 


ie company’s 





will be assumed by 
Warren R. Campbell, 


supervise the Home’s entire opera- 


duties 





who 






tions in Rhode Island. 

Mr. Gorha 
derwriter. He then entered the 
Service in World War I, and upon his 
return he served as a fieldman. In 1929 
he joined the National Liberty as a spe- 


cial agent in western Pennsylvania. In 





m began his insurance career 






as an un 
















1939 Mr. Gorham was transferred to 
Rhode Island to supervise the National 
Liberty’s operations in that state. 






Mr. ¢ campbell joined the Home in 1927 
ul agent in their New Haven, 







as a speci 















































Conn., office. Later transferred to Provi- 
dence as a special agent he was ap- 
pointed state agent there in 1938. 

The company also announced transfer 


f Special Agent Alexander _H. Wray 
ym its: San Francisco to its Providence 
where he will be associated with 
‘ampbell. Mr Wr: iy, affiliated with 
fire Co ympanies’ Adjus tment Bureau 
at Burlington, Vt., prior to his employ- 
i 1e, joined the company 
staff adjuster and was later 
cial agent in San Francisco. 





Motion Picsane Studio 
pees May Be $4,000,000 


The 1 fire in less than three 
ths eaiant the Warner Bros. mo- 
tion picture studio in Burbank, Calif., 


the extent of more than $4,000,000. 


The first fire, seven weeks since, did 
damage of $1,500,000 and the 


ne | ee . 
at loss still 1s in process. 


adjustment 


> present fire, at first reported to 











f incendiz — , destroyed a 200- 
storage sh ed yntaining approxi- 
mately 2,000 woe” consisting of an- 
cient crossb , mummy cases, roulette 
able hor sofas, spears, sw¢ yrds 
ong other nanan used in filming pic- 
tures; an iron irpla ine hangar along 
Wi n % of planes; another stor- 
r feet long; an ae: 

ck, a Grand Central 


, York park. 





or line remains prac- 
tically the same as before the first fire. 
Because the new standard loss 








lause bh inket fire and EC schedule 
remain ae or agpanee and the floater at 
$9,290,500, with m« han 50 companies 
involved. It was nities through Cos- 
grove & Co. The temporary estimate of 
loss is divided $3,000,000 to the all- 





prc oes y line and_ $1,000,000 to the 
floater. 

i sus loss, adjusters on 

: rrge A. Lauer of Toplis & 

‘agner & Glidden, Inc., and 

shagan of the GAB with 

of the GAB added by 





assistance. 





THOMAS . J. INGRAM, ‘SR, DIES 






Thomas Jackson Ingram, Sr., &, 
founder of the Lynchburg, Va., insurance 
agency of T. J. iar and Co., died 
July 3 at his home. The agency repre- 
















sented several ins surance firms. A di- 
rector > Equitable Fire of Charles- 
n, S$ C. Mir. Ingram started his agency 
1896. It now manages the Virginia 
department ive other insurance com- 





1945, his 


has managed 


panies. Since his retirement in 
son, Thomas J. Ingram, Jr., 


the agency 











LOW PRESSURE IN BUFFALO 
Buffak 





shortages in 
suburban communities are 
ncern among fire insurance 
riters and a reappraisal of the 
is under way by the 


Recent water 
N. Y., area 
causit 
under 
fire risk situation 


fire rating bureau. 
















CLARENCE DULLEGAR RETIRES 





Vice President and Treasurer of Nelson 
& Ward Co. of Jersey City Was 
50 Years With the Agency 
Clarence Dullegar, vice president and 
treasurer of Nelson & Ward Co., general 
insurance agents of Jersey City, has 
retired. He began his association with 
Nelson & Ward on February 2, 1903. 
Mr. Dullegar was born in Jersey City 
and is now living in Ridgewood, N. J. 
In World War I he served in Company 
E, 3llth Infantry Regiment and was 
overseas from 1918-1919. He is a mem- 
ber of the New Jersey Association of 
Insurance Agents and of the American 

Legion Post 53 of Ridgewood, N. 
On June 25a dinner was given by his 


associates in the insurance field and 
Nelson & Ward in honor of Mr. Dul- 
legar. Many special agents and execu- 
tives of insurance companies were pres- 
ent. Joseph Trost, special agent, Great 
American, was chairman of the dinner 


and presented Mr. Dullegar with a tele- 
vision set on_ behalf ae Sa! special 
agents. Harvey B. Nelson, Sr., president 
of Nelson & Ward Co. desc Mr. Dul- 
legar an engraved wrist watch in honor 
of his 50 years’ service in the company. 


Nelson & Ward Co. 





presented Mr. Dullegar with a desk set. 

Upon Mr. Dullegar’s retirement the 
directors of Nelson & Ward Co. ap- 
pointed Harvey B. Nelson, Jr., treasurer 
in addition to his duties as vice presi- 
dent. Evelyn Calhoun, who has been 
employed by the company since 1946, 
has assumed the duties of comptroller, 
and John C. Sage is taking over the 
property underwriting desk. Mr. Nelson, 
Sr., and James J. Moir will continue in 
their duties as president and secretary 
respectively. 

Mr. Dullegar will act in an advisory 
capacity to Nelson & Ward Co. But, 
he says, “I plan to concentrate most of 
my time on relaxing and taking it easy.” 


Editorial 


(Continued from Page 20) 


tressed with insurance legislation, is 
more legislation the answer? Would it 
be possible to draft a uniform insurance 
code which would offer a wide choice 
of standardized policies to the insured, 
each approved in terms of conformity 
with the expectations and 
needs of the insureds? (To meet the 
insurer’s practical objection that it com- 


reasonable 





ADJUSTER—FAR EAST 


Services of thoroughly experienced ad- 
juster, fire and miscellaneous. Far East 
assignment. Excellent opportunity for 
young man, under 35, preferably un- 
married, though if married, no children. 
Adequate salary. 
Box 2109, The Eastern Underwriter 

93-99 Nassau St., New York 7, N. Y 











petes in the market on a ‘special fea- 
ture,’ rather than on a price basis, the 
alternatives in each class of insurance 
might be limited only if ‘unfair’ to 
the insurance buyer.) Finally, should 
the administration of a quasi-public util- 
ity such as insurance be taken out of 
the courts and placed into the hands of 
an administrative agency? What have 
been the consequences of state admin- 
istration of workmen’s compensation? 
Would a state agency be subjected to 
the same kind of pressure state public 
service commissions often succumb to, 
or to put it conversely, are not the 
courts better guardians of the interests 
of the weaker party to a one-sided bar- 
gain? (Would it continue to be a one- 
sided bargain if the legislature was ac- 
tually to act on behalf of the public 
in standardizing policies ?)” 


The employes of 








Is your client running this 16 to 1 risk? 


Your client insures his home against loss by fire. 


But what about loss by death? 


of a 20-year mortgage, there are 16.3 deaths among the borrowers. 


Is your client taking this 16 to 1 risk? You can show him how to avoid it. 


Offer him a Prudential mortgage cancellation plan that guarantees his family a roof 


over their heads if he should die. 


The next time you sell FIRE, sell LIFE at the same time. You'll never have 


a better opportunity. 


For information on our mortgage cancellation plans DIAL DIgby 


1-0040 or MAIL THIS COUPON. 


I 

I 
To Eubank & Hendehson ' 
40th Floor, 40 Wall St. ' 
New York, N. Y. ' 
Show me how easily I can combine LIFE sales with my 
| regular FIRE business. ' 
I 
LS GO ce Sein ee Op eae 
I 1 
y IIE dhiien oer pntsce ica tneia sia bloadsn aciacacaks cnc caassanaeaoeensione y 
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THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE: 


For every fire loss suffered during the period 


NEWARK, N. J. 


DOWNTOWN AGENCY 
Eubank & Henderson 


Managers 


40th floor, 40 Wall St. 
New York, N.Y. 
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Vacation Time Offers Agents Many 
Inland Marine Sales Opportunities 


Vacation time often means a let-down 
in production due to the absence of 
many prospects. Nevertheless vacations 
themselves offer opportunities for sell- 
ing which should not be overlooked. The 
Fireman’s Fund, in the July issue of the 
Fireman’s Fund Record, suggests that 
agents push the personal _ property 
floater and other inland marine forms, 
as follows: 

“The broadest and most complete form 
of insurance covering personal belong- 
ings is, of course, the personal property 
floater. 3y protecting the personal 
property of the assured both at home 
and while away on vacation, this policy 
offers him another means of banishing 
worry. But there is little need to dwell 
on this popular and well-known cover- 
age; its need is emphasized over and 
over during the vacation season. The 
thought that your personal property is 
covered against loss or damage from al- 
most any cause wherever it may be, 
is certainly a most reassuring one. 

Personal Effects 
“For those prospects who do not hold 


personal property floaters, there are 
various other inland marine policies 
which are particularly suited to the 


season. The personal effects 
for example, is particularly de- 
signed for vacation travelers. It offers 
protection against virtually ‘all risks,’ 
on all personal effects carried by the 
average vacationist. There are certain 
important limitations, however, that 
should be brought to the prospect’s at- 
tention. 

“For example, money is not covered 
nor is household furniture’ insured. 
Coverage on jewelry, watches and furs 
is limited to 10% of the amount of the 
policy, with a further limitation of $100 
on any one article. Coverage on prem- 
ises of the domicile of the assured is not 
permitted except in a few states. Conse- 
quently, the policy is usually cancelled 
upon the assured’s return to his home. 

“While the personal effects floater is 
a ‘vacation’ policy, there are other year- 
round inland marine policies which are 
particularly significant at this time of 
year. Few vacationists fail to take along 
a camera to record permanently the 
Scenic spots and vivid portraitures of 
nature encountered on vacation trips. 
The ‘all risks’ camera policy may not 
insure the success of the pictures but 


vacation 
floater, 





National Retailers 


Votes Name Change 

A 115-year-old company got a new 
name when the National Retailers Mu- 
tual, a member of the Kemper insurance 
group. became the American Manufac- 
turers Mutual Insurance Co. Announce- 
ment of the name change was made by 
John A. Arnold, vice president, after 
the completion of filings with the New 

‘ork Insurance Department. 

The American Manufacturers started 
as the Glen Cove Mutual in 1837. It is 
one of 109 mutual fire insurance compa- 
nies over 100 years old now doing busi- 
ness. 

The firm will continue to write fire 
and allied lines, automobile, inland ma- 
Tine, yacht and aircraft coverage. Re- 
cently, its licenses were amended for 
the w riting of casualty and liability cov- 
erage in 46 states, the District of Co- 
lumbia, and Alaska. Two states as yet 
have not passed multiple-line legislation. 
Executive offices are located in the Kem- 
Per Insurance Building, Chicago. 
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SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 


110 Fulton St., New York 38 - 
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Optional Deductible on 
EC Is Sought in Virginia 


The Virginia Insurance Rating Bureau 
has asked for authority to insert an 
optional $50 deduction clause in extended 
fire insurance policies. Ata public hearing 
before the State Corporation Commis- 
sion, Collins Denny, Jr., counsel for the 
rating bureau, said the $50 deductible 
clause is now mandatory in some states 


it does indemnify the assured for vir- 
tually any loss or damage that may 
result to the camera and associated 
equipment. 

“The golfer’s equipment floater is par- 
ticularly suited to golf-minded vacation- 
ists. This is another ‘all risk’ policy 
which offers the golfing setiaebiah the 


ade s 
— oo = leg ee nel ‘ee and optional in others. 
TeTISNEC a apa t penit inc "I es Mr. Denny said the rating bureau was 
eae . gle y : ; : 
coverage on fis goinng clothing Dut proposing “substantially reduced rates 
covers loss of golf balls only when 


include the 


deductible 
with a few 


exceptions, 


for policies that 
clause, and that, 
rates would remain the same on policies 


caused by fire or burglary. 
“For the outdoor sportsman, the 


sportsmen s equipment floater is of- not containing the provision. Virginia’s 
fered. Whether he be a hunter, fisher- experience in the extended coverage 
man or naturalist, this policy will cover f¢ejq” Denny said, was “probably the 
his RpOrtsien 5 equipment against vir- ject’ of any state in the Union during 
tually ‘all risks.’ Many fishermen also the past license) Lie added: thatthe 
own outboard motors, and these too can general experience of the Eastern States 
be insured against nearly ‘all risks.’ with regard to hurricanes, explosions and 
“And so vacation time, eile offering 


other catastrophies made the proposed 


an agent an opportunity to free his own plan advisable. 


mind from the cares of the world, also 
offers him an opportunity for increased 
production. 

“You can then tell your 
insure the success of their 
adequately insuring their 
Carefree days and nights are 
the asking—through insurance.” 


AMERICAN DIVIDEND 
Directors of the American Insurance 
Company have declared a dividend of 
50 cents a share on the common stock 
of the company payable on October 1 to 


stockholders of record September 2. 


prospects to 
vacations by 
property. 
theirs for 
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Be Sure 
Their Insurance Is In Line With 
Today's Property Values 


“It’s the Service that Counts!” 














GROUP 


SPRINGFIELD, MASS. 


THE SPRINGFIELD 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
NEW ENGLAND INSURANCE COMPANY . .« «+ «+ «+ SPRINGFIELD, MASS. 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY .«. - » DETROIT, MICH. 


OF FIRE INSURANCE COMPANIES 








Illinois Dept. Revenue 
Shows Increase in 1952 


Revenue collected by the illinois De- 
partment of Insurance during the fiscal 
year ending June 30 showed an increas¢ 
of nearly $2 million over the preceding 
year, J. Edward Day, Director of the 
Department, reported. 


Total tax and miscellaneous collections 
of the department for the fiscal year 
ending June 30, 1951, amounted to $16,- 


958,969 while the total for the year end- 
ing June 30, 1952, increased to $18,747,- 
741, Day announced. 

Most of the Department’s revenue 
comes from the insurance privilege tax 
levied on out of state insurance compa- 
nies for the privilege of doing business 
in Illinois. In 1951 collections from this 
tax amounted to $15,514,934 and in 1952 
they totaled $16,995,493. 


Home Dedicates New 
Building at Wilmington 


The Home Insurance Co. dedicated its 
new building at 907 Washington Street, 
Wilmington, Del., July 9, at an official 
house-warming for agents pe brokers 


of the company. This was followed by 
a reception for the guests a the Hotel 
Du Pont 

John B. Moore, manager of the Wil- 
mington office, served as host to the 


guests who included officers of ~ com- 
pany from New York and Phil adeiphie 
as well as agents and brokers from all 
over Delaware and the eastern = re. 


FRANK A. _ KIRBY DIES 

Frank A. Kirby, 61, of Whitman, 
Mass., well known insurance agent for 
35 years, died July 2 in a Boston hos- 
pital He was prominent in civic af- 
fairs and was chairman of the War 
Bond drive in World War II. He was 
also a member of the National Asso- 
ciation of Insurance Agents. He is sur- 
vived by his wife, three daughters and 
three 


sons. 


HIJACKERS 








VICTOR 
TRUCK AND 


SYSTEMS 


Underwriters’ approved 
Victor Truck and Cargo 
Protection Systems are far ahead of the 
most ingenious hijackers . . . completely 
eliminate the chance of theft. 







Urge your shipper-assureds to install o 
Victor System. Better protection for them 
. better risks for you. 


Write or call Victor, the oldest name in 
vehicle protection, for file data folder E 1. 


APPROVED PROTECTION COMPANIES — 
write to Victor for franchise information. 


< “vietan > The Sign of Cargo Security 


Sion 


SYSTEMS 


Phone PRescott 9-1275 - Bigelow 3-6899 
836 VAN HOUTEN AVE., CLIFTON, N. J. 
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Commission on Class 2 
Auto Risks Restored 


AMERICAN-ASSOCIATED’S ACTION 


Home Office Officials Express Confidence 
in Improvement to Come in Experi- 
ence on Young Drivers 


The American-Associated Insurance 


abandoned their com- 


class 2 automo- 


Companies have 


mission differential on 


bile risks, and will pay the same com- 
mission rate on these risks to producers 
This 
respect to all 
1952, or 


as is paid on classes 1 and 3 risks. 


change is effective with 


policies bearing July 1, subse- 
quent inception date. 
In explaining reversal of posi- 


officials 


their 
tion, American - Associated 
pointed out that much progress has been 


12 months in dealing 


made in the past 
with the young driver problem. While 
the problem is far from solved, these 


officials expressed the belief that during 


1951 the public became acutely con- 


scious of motor vehicle traffic problems 
with the result that many persons and 
organizations are promoting safety pro- 


unprecedented vigor. The 


about a marked re- 


grams with 
objective is to bring 


duction in the incidence of motor vehicle 


accidents, and with particular attention 
being given to the age groups of 16-20 
and 21-24. 

American-Associated’s officials have 


pledged their companies’ undeviating and 
support to an improvement of 
Additional ob- 


r 
this problem were as fol- 


energetic 


the young driver situation. 


servations on 


lows: 
See Situation Improving 
‘The accident frequency in these 
young driver groups remains inordi- 


nately high, and no one believes that it 
can ever be reduced to a parity with 
the frequency) y rates of other age groups. 
however, sound basis for the 
situation is improving 
and that, through the combined efforts 
of the many forces at work on the prob- 
lem, an appreciable dent can and will 
be made in the class 2 loss ratio. 

“We believe that accident prevention 
will continue to have a top place on the 
agenda not only of insurance companies, 
but of a much greater number of busi- 
ness and industrial organizations that 
only recently have displayed an interest 
in traffic safety. Safety campaigns are 
becoming progressively more militant. It 
seems impossible that, with the con- 
stantly widening spread of driver edu- 
cation, the greater public consciousness 
of the problem, the agitation for better 
and preferably uniform traffic codes at 
both state and municipal levels, and the 
angry demand for strict enforcement, 
gratifying results will not be achieved.” 

The ry mmeaghdentinesr Companies 
believe that loss prevention is the para- 
mount obligation of the insurance indus- 
try. They feel that payment of indem- 
nity mitigates, but seldom compensates 
for the cruel situations arising out of 
losses. It is only through effectual loss 


There is, 
belief that the 


prevention that lower insur ance rates 
can be brought about. “Therefore, it 
need hardly be added that American- 
Associated Companies shall contribute 


their time and talents, but 
effort to re- 
minimum the 
vehicle acci- 
highways,” a 


not only of 
financially as well, to the 
duce to the irreducible 
high incidence of motor 
dents on our streets and 
home official said. 


Auto Liability Rates 
Raised in Five States 


PART OF NATIONWIDE PROGRAM 


National Bureau Puts New Rates Into 
Effect in Delaware, Idaho, Maine, 


Missouri and Vermont 


As part of its nationwide rate revision 
program to bring automobile liability 
rates into line with the current accident 
frequency and cost of claims incurred by 
insured motorists, the National Bureau 
of Casualty Underwriters made effective 
on July 14 higher rates for both private 
passenger and commercial cars in the 
states of Delaware, Idaho, Missouri and 
Vermont. The revised rates for Maine 
become effective July 28. 

In all five states the revisions are ap- 
plicable to rates for basic limits cover- 
age for B. I. and P. D. in the amount 
of $5,000 for bodily injury for one per- 
son, up to $10,000 for bodily injury result- 
ing from one accident, and up to $5,000 
for property damage. 

It was explained by the bureau that 
the rate changes in each state are not 
uniform state-wide but vz ary by territory, 
depending upon the loss record of each 
such territory. 

The bureau has also allowed for a 

~ profit and contingency factor in the 

revised rates for each of these states. 
Range of Revision in Each State 

In Delaware the private passenger car 
revision resulted in rate increases rang- 
ing trom a minimum of $3 to a maximum 
of $9 for B, I. and P. D. combined. For 
commercial cars, the rates for B. I. 

(Continued on Page 36) 


a 


writer will be located at 


at this address. 








REMOVAL NOTICE 


As of July 21st the offices of The Eastern Under- 


93-99 Nassau Street 
New York 7, N.Y. 


(Corner of Fulton and Nassau Sts.) 


where we will be located in Room 1010. A cordiai 


invitation is extended to our many friends to visit us 


Our New Telephone Number 
WoOrth 2-4868 


W. L. HADLEY, 


Vice President and General Manager 








Life General Agency Franchise 
eAvailable 


For General Insurance Agency 


If your general insurance agency can qualify, 
this long established Eastern company can provide 
an attractive life insurance general agency franchise 
in one of three Eastern states. To arrange for inter- 
view, write to Box 2105, The Eastern Underwriter, 
41 Maiden Lane, New York 38. 













Wm. Leslie Argues for 
Higher Auto Rates in Ky. 


William Leslie, general manager, Na- 
tional Bureau of Casualty Underwriters, 
argued July 8 in Frankfort, Ky., for 
higher rates on four types of liability 
insurance. Representing 51 member com- 
of the bureau which do business 


panies 
in Kentucky, Mr. Leslie claimed that 
the increases were necessary because 


of the rise in automobile accidents. The 
bureau submitted to the State Insurance 
Department for approval an average 
statewide increase of 13.2% in private 
passenger B.I. rates and a 3.2% increase 
in commercial car B.I. rates. Also sought 
is an average statewide increase of 40% 
in property damage rates for both pri- 
vate passenger and commercial cars. 
The proposed increases, however, vary 
widely in the six zones into which Ken- 
tucky is divided for liability insurance 
purposes. 
Stanley B. 
representing automobile 


Mayer, Louisville attorney 
clubs at Louis- 


Neen eee ee | 












ville and Lexington, opposed the in- 
creases as far as they applied to private 
passenger cars. He said he did not want 
to cause any insurance company to go 
broke, but also did not want to encour- 
age unreasonably higher premium costs 
for protection. 

The rate increases on the other types 
of liability insurance which include lia- 
bility other than auto and O. L. & T., 
public liability, range from 25% to 40% 

John Mallett, director of the Ken- 
tucky Department’s division of casualty 
and surety who presided at the hearing, 
did not reach a decision on the pro- 
posed rate increases. 


Asks Bureau to Justify 
Mo. Auto Rate Increase 


C. Lawrence Leggett, Superintendent 
of Insurance of Missouri, called upon 
the National Bureau of Casualty Under- 
writers on July 15 to procure statistics 
to justify the increases in auto B.I. and 
auto P.D. insurance rates for St. Louis, 
St. Louis County, Kansas City and 
Jackson County. These rates became 
effective July 14 on new business and 
will apply on September 1 to all re- 
newed business regardless of when 
written. Mr. Leggett said: 

“Tf the bureau lacks figures to justify 
these rates, I shall ask for a_ public 
hearing at which their justification 
would have to be produced.” He added 
that he had received reports that the 
companies had taken a beating in Mis- 
souri the past year on automobile risks. 
Thus, the increased rates were expected. 


St. Paul “Dispatch” Sees 
Higher Rates Inevitable 


Immediate revision upward in casualty 
insurance rates is inevitable, the St. 
Paul “Dispatch” says in an_ editorial 
titled “Auto Insurance Crisis.” Referring 
to a recent report of the National Bu- 
reau of Casualty Underwriters on un- 
derwriting losses by stock insurance 
companies, the editorial says: 

“Not only are there more cars on the 
roads but there are more accidents as a 
consequence and the claims grow alarm- 
ingly because car and accessory costs 
have risen 200 to 300%. Personal dam- 
age claims have mounted, too, as wages 
and earning power have increased and 
hospital costs have advanced. The 
vicious circle of boosting the price of 
everything has been felt sharply. 

“Immediate revision upward in casu- 
alty premiums, therefore, is inevitable, 
but rounds of increases are not the ulti- 
mate answer, for the situation is as dis- 
tressing to the insurance companies as 
to the ultimate consumer—the motor- 
ist. It all simmers down to the old 
remedies that have been cited so often 
by safety officials, police and others in- 
terested in revolutionizing our traffic 
procedure to insure’ greater safety. 
These are extended education for new 
drivers, better roads, uniform traffic 
rules, better law enforcement, better 
lighting and a new realization of the 
seriousness of our traffic problem on the 
part of drivers and pedestrians.” 
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Pohs Award to Goerlich 


(Continued from Page 26) 


of the outstanding and most progressive 
schools in this field should honor the 
head of another school for work done 
in the area of brokerage education. 
“What a contrast with what we find in 
public life,” he exclaimed. “It should 
make our entire industry proud that we 
still have men in our business who not 
only give lip service but practice the 
highest professional concepts of recog- 
nizing each other’s achievements.” 
Superintendent of Insurance Alfred J. 


Silver plaque presented to 
Arthur C. Goerlich. 


Bohlinger regretfully could not accept 
the invitation to attend but speaking on 
his behalf Joseph F. Murphy, Deputy 
Superintendent, extended the congratu- 
lations of the New York Insurance 
Department to Mr. Goerlich. 
Pohs Cites Progress in 
Insurance Education 

For the past 15 years Herbert J. Pohs 
has been an insurance educator, having 
started to teach in the Marquand School 
of Central Branch Y.M.C.A. in Brook- 
lyn. Four of his faculty members—Mor- 
ris B. Kessler, Joseph F. Lawler, Mor- 
timer L. Nathanson and John H. Strauss 
—have been associated with him since 
1937; John F. Madigan joined the staff 
in 1939, and the balance have been with 
the Pohs Institute since late 1945. 

In the early days Mr. Pohs and his 
associates felt that teaching was more 
or less of a hobby. But, as so often 
happens with a hobby, this one pointed 
up an important void in the insurance 
business. “It became apparent,” said 
Mr. Pohs, “that a school devoted prin- 
cipally to teaching insurance brokerage 
in compliance with the qualification law 
of New York State, was a vital neces- 
sity and a service to the industry. We 
can be proud of our record and of the 
fact that since the founding of Pohs 
Institute we have always maintained the 
industry’s respect as a reputable and 
successful business organization.” 

Mr. Pohs then said that he has fol- 
lowed with interest the careers of many 
who have graduated from the institute, 
and while “we cannot take credit for 
the many who have become successful, 
it would be fair to state that those 
who have been students at our school 
are under no illusions as to what the 
course of study is supposed to accom- 


Plish. . . . We supply the students with 
the skeleton or the framework upon 
which they must build the body of 


their insurance knowledge through con- 
tinuing study, faithful reading of the 
industry’s publications and the conscien- 
tious application of this knowledge to 
the needs of their clients.” He then 
brought out: 

Society a School of Higher Learning 
“That is one of the reasons we are 
honoring Dean Goerlich. The Society’s 
School of Insurance plays a most im- 
portant part in the education pattern 
Which we espouse. It is a school of 
higher learning in the insurance field 


and its courses are calculated to supply 
some of the flesh and blood for the 
skeleton which the brokerage student 
acquires at our school. Dean Goerlich, 
with the aid of the excellent advisory 
facilities of the Society, has developed 
courses which are of great value to 
brokers seeking broader knowledge. 


“Our aim is constantly toward the 
professionalization of the broker... . 
We have hewed to sound pedagogic 


standards in our teaching assignments. 





Attesting to that fact is the record we 
have achieved in the percentage of our 
students who pass the comprehensive 
and difficult state examination. Cer- 
tificates of satisfactory completion nec- 
essary for the state examination are not 
easy to attain at the Pohs Institute. We 
require not only regular attendance but 
also. proper deportment and _ passing 
grades based on thorough examinations. 
There have been and will be no excep- 
{OnS=. (37 

3efore closing Mr. Pohs pointed to 
the increase in number of women stu- 
dents in his classes and remarked that 
many of them are wives of licensed 
insurance brokers. He said: “They do 





This could happen to you... 
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... but your insurance agent 


can save you from the consequences ! 


Now that vacation time is here, it’s 
especially important for you to have 
dependable protection against loss 


due to theft—protection that can 


follow you anywhere in the Western 
Hemisphere! You can be protected 

against loss through theft including 
robbery, both at home or away by 


our Residence and Outside Theft 
Policy. It covers you, and all 


members of your family living with 


you, against year round loss. 


Get this low cost policy “that goes 


places”—today! 





For the best in protection— 


call your American Surety Agent. 


One of a series appearing in business and consumer 
magazines—designed to help our agents secure new business. 


AMERICAN SURETY 


ume PHI 


100 Broadway, New York 5, N. Y. 
FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 





AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 








not intend to practice. They are taking 
the course and the examination to have 
a guarantee that in the event of the 
death of their husbands the vested in- 
terest in his renewals will be safeguarded 
for them as licensees. In this way they 
can preserve the value of the business 
and even continue to operate it in the 
event of the husband’s death. This is a 
means of assuring added protection for 
a broker’s family. I think that more 
brokers should give this form of pro- 
tection greater thought.” 





Chicago Firm Creates 
Stockholders Protective 


EMPLOYERS OF WIS. SELLING IT 


Belt & Ricker Says New Policy Will 
Reimburse Shareholders for Equity in 
Corporation in Case of Bankruptcy 


\ new type of liability insurance pro- 


tection, known as stockholders protec- 
tive insurance, is now being developed 
for the investing public and for owners 
of closely held corporations. Created by 


Belt & 


visory firm, this coverage 


Ricker, Chicago insurance ad- 
is designed to 
reimburse shareholders for their equity 
in a corporation in event of bankruptcy 
or impairment of net worth due to catas- 
trophe accidents. The policy is currently 
being written by the Employers Mutual 
Liability of Wisconsin. 

_ Technically, stockholders protective 
insurance is property insurance against 
third party liability perils, plus catas- 
trophe coverage. It is available to stock- 
holders instead of corporations, so that 
policy benefits will not be available to 
creditors of a corporation in the event 
of receivership or bankruptcy. Under one 
policy and limit, all the liability perils 
are insured in the broadest contract yet 
introduced. : 

Tower Belt, originator of the new 
policy, said that there has been no yard- 
stick for determining adequate limits of 
liability insurance protection. The in- 
creasing liberality of the courts in 
awarding damages in liability suits em- 
phasizes the need for such a yardstick. 

In practice, Mr. Belt explained, the 
corporation will continue to provide 
various forms of automobile and gen- 
eral liability insurance in nominal 
amounts. The stockholders, as a group, 
will purchase the new insurance as ex- 
cess, and in the amount to match the 
net worth of the corporation. 

Mr. Belt pointed out that in smaller 
corporations, even a run-of-the-mill ac- 
cident could bankrupt the firm. “There 
are many corporations with net worth 
of less than $50,000 that could become 
involved in a tort claim far beyond their 
assets.” He cited hotel, night club and 
retail store fires, motor vehicle acci- 
dents, explosions in small factories, as 
cases in point where court claims forced 
the owners into bankruptcy. 


HAS BEST JUNE IN ITS HISTORY 


National A. & H. of Phila. Scores Gains 
in Commercial, Monthly and Weekly 
Premiums for First Six Months 
Net paid premiums for June were the 
largest in the history of the National 
Accident & Health Insurance Co. of 
Philadelphia, according to Joseph B. 
Treusch, vice president. A gain of 14% 
was scored in commercial and monthly 
premiums while weekly premium _ busi- 
ness accounted for an 8% increase dur- 
ing the first six months of 1952 com- 

nared with the same period of 1951. 

In reporting these gratifying results 
Vice President Treusch said: “This pro- 
duction increase indicates the public’s 
growing interest in purchasing disability 
protection for themselves and _ their 
families at a time of rising medical and 
hospital care costs. It proves that more 
people are realizing that only through 
insurance can they hope to keep up 
with the trend of rising prices which 
can dissipate their savings in times of 
sickness and accident...” 
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Alex Grossmann’s Birthday Hobby 


Catskill, N. Y., Agent Has Brought Happiness to Hundreds 
of Clients and Friends by Remembering Their 
Anniversaries; Cites Its Public Relations Value 


















ann, insurance agent at 
since 1930, has 
happiness to hun- 
in his community by 
hobby of remembering 
which he 
s ago. Not only 
paid dividends to Mr. 

but he regards 


anniversaries 









it as an ideal public relations vehicle. 
Like Fred W. Mezey of New York 
City, vice president of Mezey Agency, 
I ues the same hobby, Mr. 
mmends it as a_thor- 

ile good will and pres- 

llowing article, suggested by 





‘an, sales development man- 
Association of Philadelphia, 

th ¢ pin Mr. Grossmann repre- 
he about the romantic origin 
and how he has system- 

up “a birthday book of 

he years. To Mr. Gross- 





1as been a labor of love. Here’s 


Sindee Origin of Hobby 














os 30 odd years ago I received a 
birthday card from a girl whom I liked 
very mt Her thoughtfulness made 
such an ipression on me that I de- 
cided 1 S r later she would 
bec r ny ) desires in that 
direction met t h complete ap- 
proval and she has been ‘my partner’ 
fo ilmost 30 vears 

Mrs. Grossmann’s birthday card 
started me off on my hobby of re- 
membering friends, prospects and clients 
mn tli birthday anniversaries. I fig- 
ured her gave me such a 





uuld be similarly 
m me on their 
da birthday book 
t hundreds of names 
which is worth more to 
than almost 


warm Te¢ 










ippiness recipe’ 
that I own. 





Cis¢ 








hobby a s me an opportunity 
i my friendship to the per- 
ceives my greeting and, at 

is an ideal public rela- 

It has been surprising to 

1any folks receive only a card 
n their birthdays. It’s only 


human nature to want to be remembered 








ind ye f ) many people are so 
wrapped up in their own affairs that 
they overlool the little things, 
such as sendi hday greetings, that 





mec 





been sending out such cards 


for so many years that the many clients 
and friends of the Grossmann Agency 
would be actually unhappy if I were to 





their birthdays. Be- 
what type 
of greeting they will receive ‘this time. 





us to see 





is an easy matter to develop 
irthdays in the insurance 
hen folks give us details 








in rance we invariably ask 
for -tc., as well as the birth- 
days of all members of the family. Such 


obtained from mem- 
volunteer fire 
rganizations, and 


clubs, 


month is when 
lay book and 
ard from the 
to send to 

aries come up 
month. I usually make 
full month ahead and 
secretary for mailing 




















up these cards a 


hand them to my 





made 



































at the proper date. This is lightly 
marked in the upper right hand corner 
of the envelope. The procedure is simple 
and easy, and the cards are automatic- 
ally taken care of with the daily out- 
going mail. 
Buys His Cards From 
Girl Scouts, Churches 
“Since public relations is such an 
important part of our business, it should 
be kept in mind that churches, girl 
scout troops, ete., often raise funds 
through the sale of birthday, anniversary 
and get-well cards. This provides an- 
other opportunity for insurance agents 
to help such fine organizations by pur- 


ALEX GROSSMANN 


chasing a good supply of cards from 
them. We use many different types of 
cards, some funny and others on the 

















‘represents PROFITABLE 
PRODUCTION INFORMATION 


AMICO’'s nationwide network of representatives receive information 
helpful to production through these five company-prepared and 
distributed publications: 


AGENTS MANUAL OF PROCEDURE—a book to simplify and 
expedite all agency-company transactions 


SURVEY MANUAL—a guidebook to survey selling 
THE AMICO AGENT—an illustrated quarterly magazine 


AMICO NEWS LETTER—a monthly digest of up-to-date coverage 
and production data 


THE LAST WORD—a bulletin, by and for the women in agency 
offices, reporting on office procedure improvements 





James S. Kemper, chotraen H. G. Kemper, praildenk 





Sheridon Road at Lawrence Avenue, Chicago 40 




























conservative side, so that at all times 
we have a large selection from which 
to choose. All in all, this is a worth- 
while and happy hobby. 

“In recent years we have followed 
another anniversary idea and that is to 
write personal letters to our clients on 
the 5th, 10th, 15th, 20th and 25th anni- 
versaries of their doing business with 
the agency. In so doing we have the 
opportunity, which no alert agent should 
overlook, to express appreciation for 
their loyalty in placing their insurance 
with us. That our clientele responds to 
such remembrances is indicated by the 
many complimentary letters received.” 


KY. AGENCY 100 YEARS OLD 


Fieldmen Honor King Agency of Lex- 
ington on Century of Service, Mrs. 
Milward and Son Own Agency Now 
Several weeks ago fieldmen of fire 

and casualty companies in the King 
Agency at Lexington, Ky., arranged a 
party at the Lexington Country Club in 
commemoration of the 100th year of 
insurance service provided to the people 
in the Lexington district by this old 
agency. 

The agency was founded by Whitting- 
ton King in 1852, as the “W. King” 
agency, with offices on Main Street, 
opposite the Court House. Later it 
became W. King & Son, when Robert 
H. King joined his father in the agency, 
In 1905 a nephew of Robert H. King 
joined the agency. Robert H. King 
died in 1919. Charles J. Smith had 
also entered the agency in 1909. 

In 1919 Henry K. Milward purchased 
the interest of Robert H. King in the 
agency. In 1923 Mr. Smith and Mr. 
Milward changed the name to the King 
Agency. Mr. Milward died in 1945 and 
Mr. Smith two years later, and his in- 
terest was purchased by Hendree B. 
Milward. Mrs. Louise Burton Milward 
inherited Henry K. Milward’s interest 
in the agency, and the agency today is 
owned by Mrs. Milward and her son. 

At the party at the Lexington Country 
Club Mrs. Milward was presented with 
a silver compote and Mr. Milward with 

. bronze plaque, on which appeared the 
names of the companies now in _ the 
office. Julius Bowman of the Reliance 
was master of ceremonies and Peyton 


RB. Bethel, executive secretary of the 
Kentucky Association of Insurance 
Agents, made a short talk. The late 


Charles J. Smith, former partner in the 
agency, was president of the Kentucky 
Association in 1924 and 1925, serving two 
terms as the association’s 15th presi- 
dent. 


Aetna Group Makes 
Changes in Buffalo 


The Aetna Insurance Group has made 
two changes in the Buffalo territory on 
the casualty side as a result of the June 


15 resignation of C. R. Wheeler, former 
field manager for this area and manager 
of Aetna’s Buffalo service office. Fran- 
cis A. Velhage of the home office sur- 
vey department was transferred to Buf- 
falo to replace Mr. Wheeler as service 
manager, and George T. Kinniry, special 
agent in the Buffalo area, assumed Mr. 
Wheeler’s duties as field manager of 
that territory. 

Mr. Velhage, native of West Hart- 
ford, Conn., attended Pratt Institute in 
Brooklyn. Following several years’ serv- 
ice in the Army during World War II, 
he joined the casualty field staff of 
another large stock company as special 
agent. He came to the home office of 
the Aetna as a survey engineer in 
April, 1949. 

Mr. Kinniry, native of Hartford, Conn., 
and a Princeton graduate, served two 
years with the Navy during World War 
II. He joined Aetna’s casualty depart- 


ment as special agent in the Albany 
area in 1949 after working for two 
years in an insurance agency and for 


a year as special agent for another well- 
known stock company. In 1950 he was 
transferred to Buffalo as special agent 
for that territory. 
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ON Ardent & Meal 9 
a CCL ent ca t nsurance ews A. & H. SPECIALISTS SINCE 1921 
at is to 
ents on 
h anni- . a ‘ JAMES R GARRETT INC 
3S wi ® ? ° 
swith § Observations on 1st Year’s Operation a 
ie ohn Stree New York 38, N. Y. 
u Phone: REctor 2-4567 
surance n jor Medical Expense Field a 
- * a If you have not familiarized yourself with our Accident, 
ved.” ’ By A. Hucu Crarxson A. & H. or Hospital and Nurse Expense forms, visit our office 
Assistant Superintendent, A. @ H. Department on the 11th floor of 45 John Street or send for descriptive 
ILD . : ~ : 
Royal-Liverpool Insurance Group literature, and be your own judge. 
f Lex- 
Mrs. ici i 
Now Members of the Accident & Health Club of New York benefited recently by a talk — capeagg wre ss tania ——— * - 
of fire on major medical expense insurance, given by A. Hugh Clarkson whose company has National Casualty Co. of Detroit. 
» King been writing individual and family policies of this type for nearly a year countrywide. 
nged a Mr. Clarkson’s views were illuminating, particularly as he explored from all angles the 
Club in somewhat controversial subject of whether or not to apply the coinsurance clause in 
ear of writing major medical expense. The Royal-Liverpool companies do not use this feature. $250 and another $25 on top of that 
people Mr. Clarkson reported that the volume of business developed to date “is by no means while the insurance company pays the 
us old insignificant” and the response from the public has been encouraging. However, he sa‘d small total of $75. At the other end of 
that “if we were to let the barriers down and appoint representatives solely to solicit the scale where medical bills run $5,000, 
litting- this one form of A. & H. insurance, our volume would be enormously increased.” His the insurance company pays a little over 
King” detailed observations as given to the New Yerk club follow: $3,500 but the insured, after having to 
Street, find the first $250, still must dig down 
iter it and produce an additional $1,200, or a 
Robert Not too long ago few peuple had ment. But, after all, that is largely why total of $1,450. He thought he was 
LBENCY: visualized, let alone begun to discuss, ney bought a major medical expense buying protection against catastrophe! 
Kee this verbally productive phenomenon of eee : poe Ne Must Be Propertly Explained 
h had major medical expense insurance. The  |ast will eventually act as an automatic To some extent the answer lies in see- 
), idea of insuring the big loss and not the brake on their expenditure. ing that the plan is properly explained 
chased small ones was commonplace <n other Furthermore, available statistics tend at the time it is sold. The difficulty is 
in the iiss of inane: Sek ta thee sockbens to show that the application of coinsur- in doing just that. Nor can insurance 
d Mr. nee ike ‘ . ance has little or no effect on the spend- companies be sure that every one of 
>» King and health business the general talk of ing habits of people in the higher in- their representatives will even take the 
45 and those who thought about catastrophe come brackets and, at least initially, the trouble to explain so complicated a 
his ane medical insurance was confined to the Majority of the people who buy this thing as a deductible coinsurance insur- 
ree B. féw simple words: “You can’t write it.” type of insurance will be in_ that ance combination. : ; 
‘ilward That peaceful state of affairs has now a. f : ; This is not to say that the idea of 
nterect Geecd to exist. Today comment is not Another factor surrounding the coin- coinsurance is all wrong or all bad, Prob- 
day is is laconic ahd io lemeer comters avagd - See which should not be un- ably insurance companies can m: ike more 
San: the problem at thee: ene kaise derrated is that of public relations. Al- certain that the principle is properly ex- 
ountry can be written but of how it can be though to the insurance fraternity co- pl: 1ined if they are writing group in- 
4d att iaten. insurance may be as easy to understand surance than if separate policies are be- 
4 th Major medical expense plans generally as a comic strip, to most members of ing sold on an individual or family basis 
of Gu diy ‘tnedical expenses th extess of 2 the public it sounds like a miniature legal by hundreds of different < agents. There is 
i ie tactile ws to « tact of SA50 or treatise. Unfortunately, the coinsurance little doubt either that major medical ex- A. HUGH CLARKSON 
Re: ae or more. The dedactide o eailly clause is bg complicated by the pense can be sold more cheaply with a ; q s 
Peyton substantial—$100, $200, $500 and upwards i ° the deductible provision. ; coinsurance feature and should therefore panies too. But it may be well to re- 
of the —and most companies have reached the n the case of a small loss amounting reach more people and, amdhg them, less examine the theoretical advantages in 
arated conclusion that | debe. cd tan Cae perhaps to $350 the insured may not wealthy people to the benefit of the in- the light of experience and to give more 
. oo [ib gives. vise to exenstively teh tose understand why he has to pay the first suring public and the insurance com- attention to the disadvantages, keeping in 
in the experience. To try and offset this by an ee mind that if the present buyers become 
itucky incre ase in premium is likely to make the dissatisfied the sale of this excellent 
ig two insurance so expensive that selection will form of protection will soon come to a 
presi- be against the insurance company. halt. 
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Some companies in the field insist that 
the plan cannot come into operation un- 
less at some stage the insured person 
is confined to hospital. Some, in fact, 
pay nothing but hospital expenses and 
really offer little more than major hospi- 
tal expense insurance. Others pay for 
medical expenses of every sort and_are 
not contingent upon hospital confine- 
ment. Such policies provide major 
medical expense insurance in the full 
sense of the term. 


Coinsurance Arguments Pro and Con 


_ Perhaps the most controversial sub- 
ject, and therefore the most prolific of 
informed utterances and considered 
opinions on this subject, is that of co- 
insurance. The main argument for co- 
insurance, of course, is not any purely 
mathematical saving in loss payments but 
rather the added theoretical saving which 
may result from the tendency of most 
human beings to watch their own pockets 
a little more closely than the pocket of 
some third person. 


It remains to be seen whether the 
coinsurance theory will work out in 
Practice. Of course, there will always be 


a few individuals who are out to get all 
they can, merely because they have in- 
surance. The question is whether so in- 
genuous a devise as a coinsurance clause 
will even momentarily upset, let alone 
defeat, these shrewd members of the 
Public. On the other hand, the majority 
of people probz vbly tend to develop cer- 
tain spending habits and, within reason, 
to stick to them. If they are really sick, 
they may seek the best possible treat- 


Is this your client? 


We have a complete portfolio of pension plans 
both of the group and individual policy type... 
plus the technical know-how . . . to save you 
time in studying the case and selling the plan. 


CONNECTICUT GENERAL— 

















LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 


LIFE @ ACCIDENT e HEALTH @ GROUP INSURANCE AND PENSION PLANS @ PENSION TRUSTS e ANNUITIZS 


Plan to Launch a Group Program 
Naturally, 


differences of 
opinion. This is, after all, a relatively 
new and untried form of insurance. Also, 
there are problems inherent in individual 
insurance which may not be found in 
group insurance and vice versa. In my 
own company we have yore concerned 
with the launching of a group program 
to follow our individual ona family poli- 
cies which are already on the market. 
We believe that the problem of properly 
selling the insurance should be simpler 
on a group basis. We also think that 
from a premium standpoint, more exact 
attention can be given to the problem of 
different income brackets. 

On the other hand, we find ourselves 
faced with underwriting problems which 
were not present in writing individual 
policies. There it was possible to exclude 
pre-existing conditions and, in addition, 
to underwrite each individual separately, 
accepting or rejecting him on his own 
merits. Both of these expedients could 
possibly be employed in underwriting a 
group, but such methods are not custom- 
ary in the group field and would almost 
certainly not be accepted. Individual un- 
derwriting would probably mean that the 
group as a whole could never be written. 

The same problems arise over termina- 
tion. It would be virtually impossible to 
terminate insurance on any member of 
the group should he cease to be an ac 
ceptable risk, 

On top of all this it seems essential 
to continue insurance at least up to the 

(Continued on Page 37) 
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Auto Liability Rates 


(Continued from Page 32) 


remain unchanged while those for P. D. 
took an average 9.6% increase. 

In Idaho the private passenger car in- 
creases ranged from a minimum of $4.50 
to a maximum of $12.50 for B. I. and 
P. D. combined. For commercial cars 
the increases for B. I. and P, D. com- 
bined ranged from a minimum of $6 to 
a maximum of $28. 

The private passenger car revision in 
Maine produced a rate increase range 
of from $5 minimum to $17 maximum for 
B. I. and P. D. combined. For most com- 
mercial cars in this state the combined 
B. I. and P. D. increases ranged from 
a minimum of $2 to a maximum of $13. 

In Missouri rates for some territories 
were raised, others slightly reduced and 
some rates remained unchanged. Where 
private passenger car rates were in- 
creased, the revision resulted in a rate 
increase range of from $1 minimum to 
$35 maximum for B. I, and P. D. com- 
bined. For most commercial cars affected 
by higher rates in this state, the in- 
creases for B. I. and P. D. combined 
ranged from $1 minimum to $23 maxi- 
mum. 

The Vermont revision resulted in 
private passenger rate increases ranging 
from a minimum of $7 to a maximum of 


$29 for B. I. and P. D. combined. For 
most commercial cars affected by higher 
rates in this state, the increases for B. I. 
and P. D, combined ranged from a mini- 
mum of $6 to a maximum of $27. 


William Leslie’s Statement 


William Leslie, general manager of the 
National Bureau, made the following 
statement in explanation of the revised 
rates. 

“The rate increases are made neces- 
sary by mounting accident frequency and 
increasing claim costs. As to the latter, 
there has been a steady upward rise in 
the average cost of claims with no evi- 
dence of any apparent leveling off in the 
foreseeable future. Claims settled in 1951, 
for instance, were 70% above the 1941 
level for bodily injury, and 150% above 
for property damage. 

“This adverse trend in automobile 
liability experience is the result of the 
economic inflationary spiralling, the ef- 
fects of which are continuing to inflate 
the cost of automobile liability claims. 
Despite the continued rise that has taken 
place in the last few years in automobile 
liability rates, it is still a fact that such 
rates have not increased as rapidly or 
to the same degree as the increases in 
the cost of practically everything that 
affects such rates. A new automobile, 
for instance, costs approximately 136% 
more than it did in 1939, repair costs 


ENTERTAINS SEN. KEFAUVER 
State Senator Howard Sharp, Vineland, 
N. J., Insurance Agent, Host to 
Presidential Candidate 

State Senator W. Howard Sharp of 
Vineland, N. J., whose insurance agency 
has represented Aetna Casualty & Surety 
for over 35 years, was prominently 
among that city’s notables who wel- 
comed United States Senator Estes 
Kefauver, presidential candidate, to 
Vineland recently as the guest speaker 
on the occasion of its consolidation with 
Landis Township. Thelma Parkinson 
Sharp, the Senator’s wife, who is vice 
chairman of the Democratic State Com- 





mittee, was also on the welcoming com- 
mittee along with Hugo H. Feneli, an- 
other prominent insurance agent of 
Vineland, who is president of the local 
Chamber of Commerce. 

Following Senator Kefauver’s address 
he and his wife were guests of honor 
at a reception given by the Howard 
Sharps at their home which was. at- 
tended by 350 people. 

Mrs. Sharp departed Tuesday for 
Chicago where she will be a delegate 
at large at the Democratic convention 
next week and a member of the plat- 
form-writing committee. Like her hus- 
band, she has long been active in New 
Jersey politics. 





are up 134%, and hospital costs 135% 
Add to all of this the shocking increase 
in the frequency of motor vehicle acci- 
dents and the steady upward trend of 
court and jury awards in liability cases, 
and you have a general explanation of 
why insurance companies require higher 
premiums for protecting motorists 
against the disastrous economic results 
of their automobile accidents in these 
days, * *-* 

“The insurance companies don’t like to 
have to seek higher rates. They would 
prefer it if they could keep rates down, 
because that would mean fewer accidents 
and fewer claims to be affected by in- 


flationary costs. Proof of this is quickly 
found in the fact that since 1946, when 
rates began to rise, the stock companies’ 
underwriting losses from automobile 
liability insurance have reached a total 
$200,000,000. In 1951, when stock com- 
pany losses amounted to $100,000,000, ac- 
cidents caused by insured motorists cost 
the companies that much more money 
in incurred losses and expenses than 
they received in premiums for automobile 
liability insurance. However, the com- 
panies will welcome the opportunity to 
reduce rates whenever and wherever im- 
proved experience permits them to do 
so. 
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You, as an insurance agent. have an important I 
service obligation toward your 1 | 
community: To support and take ' 1 
part in local safety activities. . 
1 
If you have no local safety l | 
organization, then you can help | ‘ y 
start one. Traffic safety—as | \ 
the most serious problem today— I ce 
deserves your primary attention. J at\wh ‘ 2 ' 
Later you can expand your that will attract ! 
airptiyties a ee eee ‘ 1 
activities to inc lude home - SC hool, | h un d re ds of 
and industrial safety. I \ \ ' 
! , \ new prospects , 
Agents who recognize and . N ‘ ° 
accept their community safety 1 me ay \ A to ‘'V our O ffi ce 
responsibility will find | ae. : 1 | 
. ae “ \ \ \ \ 
practical aids in the J *. % MON : * | 
Zurich-American Safety Zone \ my \ " : \ y 
Program. They will find, | TRIPMASTER POLICY me (> ee \ 
too. that safety pays from | Everybody is your prospect for this i. a \ \ I 
seein trip policy because everybody N | 
the standpoint of good | travels sometime. World-wide ALL- eanpige =” ‘ | 
public relations. 1 accident coverage 24 hours a day. \ | 
| Policies issued for any period from \ 1 
I 3 days to 6 months. Two benefits: \ | 
1 Death & Dismemberment ($5000 to N 
| $25,000) and Accident Medical Ex- N | 
pense ($250 to $1,250). Premiums | 
start at $1.10 for a 3-day trip. K | 
| 
| POLIO AND DREAD | 
\ DISEASE POLICY 
] [ h | (’ | * | $5,000 Blanket Medical Expense | 
d /q 1 for POLIO and Scarlet Fever, Leu- ' 
{ A | kemia, Small Pox, Encephalitis, 
aI i ee , Tetanus, Diphtheria, and Spinal Full Commercial A. & H. | 
y } Meningitis. Family premium is only commissions on both the ! 
Jaieg ns ! $10.00 for one year; $17.50 for two Tripmaster and the Dread | 
INSURANCE COMPANIES 1 years; $25.00 for three years. Disease policies. | 
i 
| 
! American Casualty Company ' 
ae 
Zurich General Accident and Liability Insurance Company, Ltd. : Witte for merican asua ty ompany | 
American Guarantee and Liability Insurance Company delatts DEPARTMENT A ; 
HEAD OFFICE: 135 S. LA SALLE ST., CHICAGO 3, ILLINOIS ! pada ited, Pilon snitdigisss ahhariacadns | 
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ng com. A. Hugh Clarkson Article Hartford A. & I. Promotes Gets Olympic Policy 





neli, an- : ee tee ae ee 
at of oes - is we Thiemann and Moore In the accompanying picture Nathan 
> 1 Page 35 : : =e aac f re 
the local ne ne a ) Harold A. Thiemann and Howard S$. M. Ohrbach, chairman of Ohrbach’s, 
widely accepted retiring age of 65, where- Moore have been promoted to assistant Inc., a New York department store, and 
“ -: tas O23 5.* ai 
7S as a and — — = be supervising engineers in the Hartford @ member of the American Business 
CF sold with a termination age oO Oe Aine ’ ; ; Men’s Olympic Committee, is shown 
. Accident’s home office engineering de- “#€nS Ulympic  & Ulead 
Howard possibly less. If the older employes, many ” i presenting a million dollar policy to 
was at- of whom are senior officials, cannot be partment. me : Mrs. Pat McCormick, national platform 
‘nsured, it is doubtful whether the group Mr. Thiemann, graduate of University and spring board champion. This policy 
day for as a whole can be interested in the plan. Gf []linois, joined the company in 1938 covers the entire U. S. Olympic team. 
delegate rd par SAiealeupe : : 
ronaye | Group Pure Premium Will Be Higher and held field engineering posts in St. Participating in the presentation cere- 
vention ae ts : z mony in addition to Mrs. cape sae 
he plat- The result of all these things is that Louis, Paducah, Ky., and Detroit before Were Acpetaetaelasate: iry of 
ier hus- & the pure premium for group insurance is his transfer to the home office engineer- Olympic committee; Wayne ue 
in New going to be higher than Si agg ing department in 1948. Yale, 400-Meter Olympic representative 
policies. Unless age breaks are ae Mr. Moore’s association with Hart- and Mr. Ohrbach. The policy was taken 
| this might prove cumbersome—the ER i ohne Ae GYR 
anc , <2 , out in Continental Casualty. Mr. Ohr 
| cost to the younger people, even allow- ford Accident dates back to 1934 when ‘ranks gaill te qeeciaadl : 
quickly [BP ing for group economies, will be such he joined its New York office in the : e ; 


16, when [that they will tend to go out and buy burglary department. He was later as- aca Te Ws 


mpanies’ | on individual basis. Only the older signed to the New York engineering BUYS SAN ANTONIO BUILDING 











tomobile [people will be left to participate in the department where he remained until General American Casualty has pur- 

1a total group program, thus further increasing January, 1950. He went to the home chased the Gilcrease Building in San 

ck com- the cost. About the only way to over- office that month. His background in- Antonio, Tex., and will occupy the new 

),000, ac- come this difficulty, we believe, is to in- cludes completion of industrial design building late epee month, C. B. Erwin, 

‘ists cost [EP sist that the employer pay part of the course at Cooper Union, N. Y., and president, announces. L. to R.: Pat McCormick, Asa Bushacll, 
e money — agen World War I service in Army Signal A local claim office to assist agents will Wayne Moore, Nathan M. Ohrb—ch 
ses. than As long as the employer is sufficiently Corps including overseas duty. be opened in the building. A complete 

tomobile interested in doing so, he can be shown redecorating and remodeling program 

he com- that the same plan of insurance will be — this broad protection available to all the will be put into effect immediately and 

unity to [EP better and cheaper over-all if bought on millions who need it. If other insurance the entire seven floors of the building eral American will become one of the 
ever im- — a group rather than on an_ individual companies join those who are now writ- will be air-conditioned. largest stock casualty companies in 
n to do —& basis. In fact, most group writing com- ing it this goal should soon be reached. With opening of the new offices, Gen South Texas, according to Mr. Erwin 


panies will not write catastrophe insur- 
ance unless the employer does participé ite 
in the cost. The employer’s interest 
usually means a sounder risk and, cer- 
tainly if the cost is subsidized, the plan 
can reach employes in the lower income 
aaa a brackets to the mutual advantage of the 
vroup itself and the insurance company. 
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Gives Experience To Date 


! 
| 
' These, of course, are special problems. 
| The fundamental problems are common 
1 to group and commercial business. In 
1 my own company we are carefully watch- 
1 ing the experience. It is too early to 
1 form any accurate picture but, as we 
1 expected, there have already been cases 
where medical expenses have been in- 
ordinately high because of the social or 
! financial standing of the individual. In 
| this connection we have not yet come 
| across a case where we think a coin- 
1 surance feature might have reduced ex- 
1 penses, but we are making every effort 
| to see that only policies with not less 
' than a $500 deductible are sold to people 
| in the higher income brackets. 

' _ Our experience has also tended to con- 

firm that mental illnesses and high 

' losses are apt to go hand in hand and, 

| generally speaking, that the cost of 

| nurses may easily exceed the amount of 

| the physician’s fees. 

| There is a danger that volume might 

| become top heavy in areas such as New 

1 York, Chicago and on the Pacific Coast. 

' In all these areas medical expenses run 

, high, so that if a company’s volume is 

disproportionate in such places a poten- 

| tial profit may be turned into a loss 

| and people may easily jump to the con- 

| clusion that catastrophe medical insur- 

| — ance is unprofitable business. Until we 
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AMERICA’S 


. globetrotter or daily commuter, 
these exclusive Continental 
“specials” fill the bill for everyone 
who travels. 


VBT 

Trip accident insurance, 3 days to 

6 months. From $5,000 to $50,000 
for accidental death, plus $250 to 
$2500 for accident medical expense. 
Costs as little as $1.10 for 3 days, 
all activity coverage. 





Catastrophe 
Medical Coverage 


Hospitalization . .. 
Individual & Family 





TRAVELMASTER 


Year ‘round travel accident insurance. From $25,000 
to $50,000 for accidental travel death on any 
licensed public carrier. Issued in units of 

$5,000 for only $5 per unit. 


Aviation & Travel 
Accident . . . World-Wide 


have more experience we believe the best 
way to overcome this danger is to push 
sales hard in the parts of the country 
where costs are low, particularly in the 
small town and rural areas. 

From our experience and from what 
we hear from others there is no doubt 


Unusual 
and Extraordinary 
Special Risks 







A&H Income Protection 
.. . Even for Life it Tas eade bia Gk ka Cantibansedts 


‘Department Store’ facilities aid you in 
serving the public’s demand for every type 
of accident & health coverage. 





that the announcement of major medical 


expense insurance is receiving a great ii 
response from the public. The volume of 


business developed by our own repre- eaiian ee 

sentatives—agents and brokers—is by no wach posed 

means insignificant. In fact, if we were s 

to let the barriers down and appoint rep- ee ferressesas CONTINENTAL CASUALTY COMPANY 
resentatives solely for this one form of Facet iia THT 310 South Michigan, Chicago 4 

A. & H. insurance, our volume would mpeny ? 


a 3) 
be enormously increased. 


4 Major medical expense insurance is an 
experiment. Just as with any experiment 
there will be teething troubles before 
Insurance companies hit on the best 
formula. However, we do not look upon 
it as an experiment in the sense that we 
are going forward with one eye on the 
nearest exit just in case things go wrong. 

It should be an experiment in the 
sreat tradition of progress, in the sense 
of moving forward, cautiously if you like, 
but with the goal in view of making 
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H. K. Dent Chairman of 
General America Group 


WILLIS L. CAMPBELL PRESIDENT 
Promotions Also ‘Cire to R. C. Camp- 
bell, G. H. Sweany, Anthony Panella, 
H. W. Pipette, J. G. Price, Jr. 





H. K. Dent, pre ies and founder of 
the General of Seattle and affiliated 
companies, was elected board chairman 
of these companies, comprising the Gen- 
eral America Group, at a special meet- 
ing of their directors July 13. He suc- 
ceeds C. D. Fisher who has been named 
executive committee chairman. 

Newly elected president of the Gen- 
eral America companies is Willis L. 
Campbell who has been vice president 
and treasurer for some years. Mr. 
Campbell was also elected to the boards 
of directors of all three companies—Gen- 
eral of America, General Casualty and 
First National of America—succeeding 
the late George F. Brice. At the same 
time Richard C. Campbell was advanced 
irom assistant treasurer to treasurer. 

Others elected to executive positions 
were as follows: Gordon H. Sweany, 
vice president and general counsel; An- 
thony Panella, vice president of Gen- 
eral Casualty in charge of surety opera- 
tions; Harold W. Pigott, vice president 
of General Casualty supervising the au 
tomobile department, and John G. Price, 
Ir., vice president of General Casualty 
in charge of casualty business 


H. K. Dent’s Career 


« Mr. Dent has long been an individ 
ualist in the fire and casualty insurance 
business He has advocated = many 
changes in forms and procedure, pro- 
ceeding to put his ideas into operation 
with his own companies. 

He was born in 1880 at Portland, Ore., 
and graduated in 1899 at Hill Military 
Academy there. He went to the state 
of Washington in 1901 and joined North 
western Mutual Fire of Seattle as clerk. 
He subsequently served in various ex- 
ecutive capacities up to executive vice 
president in charge of field operations. 
He was the organizer of General of 
Seattle, General Casualty of Seattle 
and First National. 

Newly elected President Campbell, 
who joined the organization in 1946 
after World War II service, was elected 
a vice president in 1949. A graduate of 
the University of Washington in 1922, 
he entered the investment banking busi- 
ness and became resident partner of 
Dean Witter & Co. in 1929. 


H. P. ileal nied to 


Assistant General Counsel 


Herbert P. Schoen was elected assis- 
tant general counsel of Hartford Acci- 
dent & Indemnity on July 8 following 
a meeting of its board of directors. He 
has been with the company since his 
discharge from naval service in 1946 
rank of lieutenant commander, and 
demonstrated his ability first in the 

me office casualty claim department 
as Gakei man on legal matters between 
claim and underwriting departments and 
then as a counsel in the legal depart- 
ment. 

Mr. Schoen started his insurance 
career in 1939 in the home office casu- 
alty claim department of the Glens 
Falls Indemnity. A native of Glens 
Falls, N. Y., he attended public schools 
there and was graduated from Harvard 
College with B.A. degree in 1935, fol- 
lowed by completion of Harvard Law 
School course in 1938 

In 1941 Mr. Schoen joined the Co 
lumbia University division of war _ re- 
search, remaining there until 1943 when 
he entered the United States Navy. 


JOHN A. APGAR DIES 
John A. Apgar, who operated an 
insurance brokerage office with his 
brother, Harry, in the Connell Building, 
Scranton, Pa., 27 years, died recently 
after a brief illness. His wife and a 
son survive, in addition to his brother. 














FIREMAN’S FUND APPOINTMENTS 


Rollings and Hurst Assigned as Specials 
in Wyoming; Bucher To Be Special 
Agent in Virginia 

New field appointments are announced 
by the Fireman’s Fund Group. In the 
haskae pags, field, Robert R. Rollings and 
Gordon Hurst are assigned as special 
— and will share the responsibility 
of casualty, automobile and fire service 
ve production under the supervision of 
State Agent Marshall W. Parker. Roy 
E. Bucher is appointed as special agent 
for the companies of Fireman’s Fund 
Group in Virginia. He will assist Spe- 
cial Agents J. A. Hodges, Jr., and C. L. 
Klecka, making his headquarters in the 
Richmond service office. 

Mr. Rollings is a native of Indiana 
and a Marine Corps veteran with four 
years’ service. After the war he was 
with the Mountain States Inspection Bu- 
reau, He joined Fireman’s Fund in 
Colorado in 1951. Mr. Hurst is a native 
of Utah. He is an Army veteran with 
four years’ service. Hurst joined Fire- 
man’s Fund at the head office in San 
Francisco where he spent four years in 
fidelity, surety, casualty and automobile 
underwriting departments. He was also 
assigned to the Oakland and Denver ser- 
vice offices of the Group. 

Newly appointed Special Agent Bucher 
is a native of Richmond. He has had ex- 
tensive field and underwriting experience. 


Fran< A. O’Connell, assistant mana- 
ger © American Surety’s contract de- 
partment, on July 14 celebrated his 50th 
anniversary with the company. At a 
special home office luncheon President 
\. F. Lafrentz spoke appreciatively of 
Mr. O’Connell’s loyal service and pre- 
sented him with a handsome watch. 
Mr. O’Connell, a resident of New York, 
spends his summers at Rowayton, Conn. 





CROW COVERAGES Jaw 


TO FIT TODAY'S NEEDS / 


Mutual of Omaha's Streamlined 
Employee Plans Give Maximum 
Coverage at Low Net Cost 


USE THIS THOROUGH SERVICE 


help you sell and will do your servicing. 
through its regional field offices. 


STREAMLINED SERVICE TO BROKERS 


guided in the extent of their service 


of record. Continuous renewals. 
Today, ask for complete details. 
SURGICAL . ASSOCIATED RISKS 


MUTUAL BENEFIT 


ASSOCIATION 





with 


It's to your interest to make sure that your 
have the up-to-date protection and the expert service 
provided by Mutual of Omaha. Here is a company 
that is unique in its field. It's the world’s largest 
exclusive health and accident company .. . 
pace setter in health and accident coverage. 


the world’s 


Through its Group Field Office organization, Mutual 
of Omaha puts all possible know-how and service at 
your disposal. Its field representatives offer you spe- 
cialized underwriting. They will help you contact, 
And Mutual 
of Omaha is known for its fast, efficient claim service 


Mutual of Omaha’s Group Division works with and 
through brokers. Salaried field representatives are 
YOUR 


wishes. All commission is paid to the agent or broker 


HEALTH & ACCIDENT . . . HOSPITALIZATION 


HEALTH & ACCIDENT Mutual 





WRITE, PHONE or WIRE for full information on 
Group Coverage. Address: GROUP DIVISION, 
MUTUAL of OMAHA, OMAHA, NEBRASKA 
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Fabian Bachrach 
JOHN D. SHEEHAN 


ten years. With General Fire & Casu- 
alty he is in charge of the automobile 
underwriting. He has been in the insur- 
ance business over 25 years. 

Mr. Weindorf, a veteran of 20 years 
in the business, joined General Fire & 
Casualty in 1950 and is a senior under- 
writer for compensation and_ liability. 
His previous company connections were 
the General of Seattle, Fireman’s Fund 
Indemnity, Hartford Accident and the 
Zurich. He also had insurance agency 
experience in New Jersey before joining 
General Fire & Casualty. 


INDIANA ASSN. ENDOWS CAMP 


A. & H. Men Approve $300 Gift for Un- 

der-privileged Children; Plan Mem- 

bership Drive and Other Activities 

The executive committee of the In- 
diana Association of Accident & Health 
Underwriters at a meeting July 7, ap- 
proved a gift of $300 toward the equip- 
ment of Settlement Camp, Inc., Indian- 
apolis social agency camp for under- 
privileged children. The Indiana associa- 
tion has had a long-time interest in the 
Southwest (Indian: polis) Social Center, 
one of the agencies sponsoring the camp, 
according to the announcement of Spat- 
ford Orwig, of Orwig Agency, Indian- 
apolis, president of the association. 

Among projects planned at the meet- 

ing is a drive to double membership by 
January 1. Special attention will be paid 
to membership of agents of life com- 
panies which have recently gone into 
the A, & H. field; and the August meet- 
ing of the group will feature guests 
from among general agents, managers, 
and agents in the life category. 

siggest service project of the associa- 
tion for the coming year will be sponsor- 
ship of the Disability Insurance Sales 
Course to be conducted by the Purdue 
Institute of Life Insurance Marketing, 
September 15-20. In addition, regular 
meeting programs for the coming year 
will be planned to provide educational 
and sales material for agents writing in 
the accident and sickness field. 


Safety Congress Meeting 
Set for October 20-24 


The 40th National Safety Congress and 
Exposition will be held in Chicago, 
October 20-24. The congress will feature 
safety sessions scheduled as follows: in- 
dustrial safety at the Conrad Hilton, 
Congress, Morrison and Sheraton hotels; 
traffic safety at the Congress Hotel; 
commercial vehicle, transit and farm 
safety at the La Salle Hotel; school 
safety at the Morrison Hotel, and home 
safety at the Conrad Hilton Hotel. 
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It does no good to lock the barn door 


after the horse is stolen. 


EMPLOYERS NEED Fidelity Bonds 


THE TRAVELERS INDEMNITY COMPANY 
HARTFORD, CONNECTICUT 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. $61,257,086. $47,213,904. 


Organized 1855 
Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 
Organized 1853 
1,000,000. 10,476,694. 6,617,586. 3,859,108. 


National-Ben Franklin Insurance Co. of Pitts., Pa. 
Organized 1866 


6,979,138. 3,732,372. 


2,000,000. 28,159,650. 17,868,349. 10,291,301. 


Milwaukee Insurance Company of Milwaukee, Wis. 
Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 27,904,445. 8,387,231. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 33,078,793. 9,607,543. 


Organized 1909 
Royal General Insurance Company of Canada 100,000. 433,385. 6,568. 426,817. 


Organized 1906 
Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place PACIFIC DEPARTMENT 


Newark |, New Jersey 220 Bush Street 
San Francisco 6, Calif. 


WESTERN DEPARTMENT 
120 So. LaSalle Street 
Chicago 3, Illinois 


SOUTHWESTERN DEPARTMENT FOREIGN DEPARTMENTS 
102 Maiden Lane 


912 Commerce Street 4 é 
Dallas 2, Texas New York 5, New York 
206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 
800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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